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is my big story about” 
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says MR. MANLY WELFRINGER, 
of Chambers Creek Lumber Co., lic., 


Tacoma, Washington 


“It takes durable screen cloth—LUMITE screen 
cloth!—to stand up to rugged climate, like ours out 


THE BIGGEST STORY __ «inthe Northwest 


“Our weather keeps changing from day to day— 


IN SCREEN | NG! see from rainy to sunny to foggy and back—and there's 


plenty of moisture, plenty of wetness. 


You too will sell more when you fell 


“That's why LUMITE, with its great rustproof 


f 
amy RuSTERO™ toys wo ight homeo ght or homes 


: s “That's also why, ever since I first became a 
Lumite screen cloth can't rust, $ 


rot or corrode! Never needs pro- LUMITE dealer, I've sold more LUMITE every 


tective puinting! Won't stain sills year than I did the year before!” 
or side-walls! Stronger, longer- : ; 
lasting! Ideal for exterior use! ae de 
©" Guaranteed by * 
Good Househee pin, 
Ps sora SEO 


GEST me 
vo HPAI L UM ITE 


seoneee | Saunp Seneen CLOT 


LUMITE DIVISION, Chicopee Mfg. Corp. of Georgia 
40 Worth Street, New York 13, N. Y. 
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“There's nO use working up your oppetite, Reddy. |'s Bethlehem fence 
This cartoon advertisement is typical of ovr compoign in 
regional form magazines 





FENCE POSTS CLOTHES UNE 


BARBED WIRE 
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V Tightly wrapped hinge joints . . . for long, 
hard service 

V High-quality zinc coating . . . wards off rust 
and corrosion 

V Tough, full-gage wires . . . for strong, per- 
manent fencing 


V Springy tension curves . . . that keep fence 
tight and trim in all seasons 


Here's top value in farm and poultry fence. Husky 
in every detail of its construction, Bethlehem 
Fence has a big appeal to farmers. Invite them to 
give it close inspection . . . they'll see for them- 
selves that it’s built to give years of faithful service. 
And remember to ask your jobber about Bethle- 
hem fence posts, barbed wire, and the other 
quality steel products shown below. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 
On the Pacific Coast Bethlehem products are sold by Bethlebem Pacific Coast 


Steel Corporation. Expert Distributor: Bethlehem Steel Export Corporation 





AUTOMATIC 
SALER wit 
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with Millions of 


PENNSYLVANIA 
Advertising Messages 


\uiitts @ Popular magazines with twelve million 
, e s ee circulation will carry more than 50 mil- 
Ne lion selling messages on Pennsylvania 


bes yi Lawn Mower during the first half of 1952 


“7 - . 
@ Many of your own customers will be 


3,986,000 © \ 3 562, 500 reminded that Pennsylvania is the quality 
. ‘\~a ' mower—the best mower to buy for the 

READERS Win READERS Vy years to come. These ads will tell them 
| ‘ to look for the store that carries Pennsy! 


vania mowers. 
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2,812,200 \s 493,800 247,500 
READERS ..~ READERS ~\4 READERS 


PLUS POWERFUL 
PROMOTION MATERIAL 


@ You're not all on your own when you feature Pennsylvania Quality Mowers. 
We help you sell with: 


We help you tell your customers how good they really are. 


WINDOW STREAMERS - WALL POSTERS « FEATURE TAGS « PRODUCT FOLDERS ¢ OPERATING 
MANUALS « “HOW TO CHOOSE A LAWN MOWER” BOOKLET ¢ EASY-TO-USE PRICE LISTS 


Pennsylvania provides you with material that helps you sell quality lawn mowers. 


* ee re ee ¥ % Res 9 Tyebe? Bae 
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@ “Old pals’—"'That’s about the best way to describe a user 
and his PENNSYLVANIA LAWN Mower. Year after year a 
Pennsylvania continues to cut grass in the same 
smooth way. A lot of old, very old lawn 
mowers bear this proud Pennsylvania 
name which is your guarantee of the best 
lawn mower that you can sell. 





Check with your wholesaler 
today for the supply is limited 
by allocation. 


PENNSYLVANIA 
POWER MOWER 
18” cut, 21° cut 


Patent Pending 













é 
THE PLM LINE INCLUDES: 
. 
' 
GREAT AMERICAN PENNA-LAWN 
15” cut, 4 16” cut 
17” cut, 19” cut 
_— QUALITY LAWN MOWERS SINCE 1877 Yad: 
PENNSYLVANIA LAWN MOWER DIVISION —_ 
AMERICAN CHAIN & CABLE =< 
PENNSYLVANIA, JR METEOR (ALUMINUM) ww 
10” wheels—17” cut 5 bisdes—16” cut, 19” cut Bridgeport, Conn Camden, NJ 


8” wheels 
16” cut, 18” cut 


7 blodes— 16” cut 


ee ” 





PENNSYLVANIA 
TRIMMER 

AND 

EDGER 
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Autoyre Fairfield—one of Autoyre’s complete matched 
lines — designed, priced and nationally advertised to attract 
more and more women to your bathroom and kitchen 
accessory counters: 
5000 Wall Soap Dish— Packed 1% dozen per carton; 
shipping weight, per dozen, 6 lbs. 
5004 Combination Tumbler & Toothbrush Holder 
Packed 4 dozen per carton; shipping weight, per dozen, 6 Ibs. 
5006 Robe Hook— Packed 4 dozen per carton; 
shipping weight, per dozen, 3% Ibs. 
5009 Toilet Tissue Holder—Packed 4 dozen per carton; 
shipping weight, per dozen, 6 lbs. 
5010 Towel Ring—Packed ‘2 dozen per carton; 
shipping weight, per dozen, 5% Ibs. 
5011 18” Towel Bar—Packed '% dozen per carton; 
shipping weight, per dozen, 14 Ibs. 
5014 Twin Towel Bar—Individually packed in illustrated 
— gift carton; shipping weight, per dozen, 24 Ibs. 
5017 24” Towel Bar— Packed ‘2 dozen per carton; 
shipping weight, per dozen, 17 lbs, 
5018 Glass Shelf Unit—Individuaily packed in illustrated 
gift carton; shipping weight, per dozen, 34 Ibs. 
5019 All Purpose Rack— Packed % dozen per carton; 
shipping weight, per dozen, 7 Ibs. 
5028 Shelf Brackets— Packed 42 dozen pair per carton; 
shipping weight, per half dozen, 6 lbs. 


YY 1903 


MANUFACTURERS OF AUTOYRE FAIRFIELO AND OTHER MATCHED ACCESSORIES 
FOR BATHROOM * KITCHEN * CLOSET 


Fora preview of new Autoyre developments, stop at BOOTH 380. 





Some Frank Information About 
Building Store Fixtures Yourself! 


o 
Can I build my own store display counters 
and fixtures?” 

This question periodically comes up in the minds of 
some hardware dealers who are planning moderniza 
tion. The answer is “ yes" you can, but whether you 
should or not is an entirely different story. 


Many retailers are under the impression that the 
cost of ready made fixtures is high. Without investiga 
tion they assume factory-built units are priced out of 
reach. Actually in the case of Streater built fixtures 
this is not true. But let's dig into facts for the real 
picture Take a specific example. Say that you are 
interested in building a paint case, one of the easiest 
units to build yourself. First, determine the lumber 
necessary for such a cabinet 
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PAINT CASE 


gl l b 
This is what you'll need: 


3—2x4-8 No. 1 Select Fir 

1—2x6-8 Clear Soft Maple 

30 If. 1x2 Hard Maple Nosing 

32 If. 1x1 Hard Maple 

1— 1x4-16 Clear Soft Maple 

1—1x6-8 Clear Soft Maple or Pine 

6 Fir Panels %-48x96 AA Exterior, Resin Sealed 
3 Gum Panels 4-36x96 Good 1 Side 
72 ft. Metal Shelf Standard KV No. 255 
120 Shelf Clips KV No. 256 

8 ft. Weldtex Plywood Vax6” 


To check lumber cost we asked one hardware dealer to 
obtain costs from his or any lumber dealer he desired 
on the above requirements. He contacted a number of 
Jumber dealers and the lowest price on material for 
this paint case was $127. This was for lumber only 
and DID NOT include nails, glue or screws. 
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Don’t take our word for it, check these lumber costs 
in your own community. Your state association sells 
this Streater unit ready for painting at only $134. This 
price also includes half of the freight charges and the 
guidance of experienced association store engineers. 
Now, is it worth spending two days building this case 
yourself to save $7? Because many items are not 
handled by local lumber yards, in building home made 
fixtures, it is often necessary to substitute soft pine or 
fir in place of hard maple and to substitute lower grades 
of plywood for water proof resin sealed fir and hard- 
wood plywoods. 

This is just one example to show that whether you 
build it yourself or buy from Streater, the cost is 
practically the same. The same, that is, unless you 
place a value on your time. 


Now why are these prices so low? Here is why. Your 
hardware associations throughout the country are 
pooling their fixture requirements enabling Streater 
Industries to give you these advantages. 


1. Streater Industries buys fine resin treated fir 
plywood in large quantities and in special 
sizes that eliminate cutting waste. These ex- 
traordinary savings more than offset the labor 
cost of building the fixtures. 


. Streater has the finest skilled craftsmen, all 
specialists in making hardware store fixtures. 


. Volume production permits the use of special- 
ly designed jigs and machines, making the 
labor costs only a fraction of what they would 
be with ordinary hand methods. 

Equally important is the fact that association engineers 
are in the field constantly testing new designs, evaluat- 
ing new merchandising methods and how it effects 
fixture display utility. 

Maybe building your own fixtures will be fun and 
give you a certain pride, but think how much more 
valuable this same time can be used in developing new 
promotion plans, new merchandising methods, waiting 
on customers (or just goin’ fishin’.) 


If you're planning to modernize your entire store 
or merely add an island display, contact your retail 
hardware association. An engineer will come to your 
store and give you unbiased advice. He will help you 
determine whether it will be better to use Streater- 
built unfinished fixtures or whether your greatest 
savings will be realized by using the finished fixtures 
complete with the association merchandising service. 
Only members of state hardware associations are en- 
titled to these savings. 


Streater INDUSTRIES, INC. 


SPRING PARK, MINNESOTA 
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FOR POWER MOWERS 
YOU CAN REALLY SELL 


ROTARY POWER MOWERS 


TRADE MARK 


{2 Yew IN GOOD LOOKS 


¢ } Ss 


“ t Notice the modern tear-drop design of the 
’ 16” models, the smooth lines of the self- 

propelled 20", and the rugged simplicity of 

the 32” twin blade “professional” model. 


New IN SAFETY 


Q = 
Ve 
& =] Guarded in front and rear and on both 
; ihe sides. 16° models also feature new “finger- 
flick” front guard that flips up when 
working on thick growth or heavy weeds. 


Tew IN PERFORMANCE 


Scientifically designed to distribute cuttings 
evenly over lawn, with floating handle to 
increase maneuverability. Wheels are posi- 
tioned to prevent scalping and give close 
trim at both front and sides. New one- 
piece friction-free, tempered steel blade 
with double-lift action gives exceptional 
performance in maintaining a well groomed 
lawn, and is reversible for double blade life. 


COMPETITIVELY PRICED 


We wonder Kenmar Rotary Power Mowers 
ane being used in every state in the nation! 


€ 














WRITE FOR NAME OF YOUR 
NEAREST DISTRIBUTOR 





KENMAR MFG. CO., Incorporated 


50 NORTH FIFTH, KANSAS CITY 18, KANSAS, U.S.A 
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Build 
Business 


cE and 
! Profits 





More and more dealers are cashing in on the Stock these “best-sellers” for profits: 


sales opportunities offered by Ruberoid Roll : 
Color-Grained Asbestos-Cement Siding 


Roofing They know that when they sell 

Ruberoid, they are selling a product that will decorator-designed duo-tone colors, straight 
build both their present profits and their future grain “shake” texture, fireproof, rot-proef 
business. Ruberoid’s customer-satisfying qual weatherproof, A revolutionary concept of sid 
ity and time-tested performance can mean wall treatment 

greater sales for you, too 

In 1892, The Ruberoid Co. produced the first Dubl-Coverage Tite-On Shingles t 

roll of ready-to-lay asphalt roofing ever mad AUrTICaRS-proe shingle with the beautit 
Now, ne irly 6O vears later genuine Rubereid basket-weave pattern 

Rell Roofing still leads the field. The original 

5. spill the bees! Ber free literature. write Th Stonewall Asbestos-Cement Board I 
Ruberoid Co. 500 Fifth Avenue, New York 18 uuilding material of 100] ses. Rigid 

\. Y.. or vour nearest sales office in Baltimore root t-proof, al indest tible. vet 


Ma. Dallas. Texas. or Mobile, Ala easy to “work 


The RUBEROID co. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 
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only 


Kk MARI 


gives you all these 


advantages... 
2439 LINES UNDER ONE ROOF | 








D> 205 lines of furniture and bedding 
D> 948 china, glass, pottery and gift lines ; 
>> 471 lines of housewares, appliances, radios and televisions 


>> 174 lines of curtains, draperies and fabrics 





D> 133 lines of floor coverings 

D> 125 lines of toys, games and wheel goods 
>> 224 lamps, shades and lighting fixture lines 
>> 159 linens, beddings and domestic lines 


S2?.WEEK MARKET CENTER 
10 EXPRESS ELEVATORS EVERY mMinuUTE 
EXCELLENT PARKING AND TRANSPORTATION FaciLiTie 


ELEVEN AIR CONDITIONED MODERNIZED #ESTAUR ANTS 


open Sunday, January 20, 9 A.M. to 5 P.M.—lunch served in the Club 






The Machandde qe 3 


SHOW PLACE OF AMERICA'S BEST-ERROWN BRAHOS 
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National 
Hardware 


Week 





6”, 8” and 10” in attractive, acetate-protected 
display box. Colorful, striking “Hardware Week 
Special’”’ sleeve. 


No. W-4.... Bargain Price '6.35 Retail 


1114" wide, 7%" deep, %” high. Shipping Wt. 1 ib., 13 o:. 


OTHER SALES-PRODUCING WRAPPERS 











UP TO 10 TIMES LONGER WEAR 
Jaw surfaces hardened by Utica’s 
own electronic induction harden- 
ing method. Resist nicking and 


burring up to ten times longer 
Packed with each box are two additional sleeves — one 


featuring the item as a Father’s Day gift, and one for gen 
eral use. HOW CAN YOU LOSE? 


and the world's best tools 
It pays to use quality tools CAS are made in U.S.A. 


DROP FORGE AND TOOL 


CORPORATION 


than ordinary wrenches. 


In Canada. ADLAM TOOL & SUPPLY CO., LTD., 
UTICA 4, NEW YORK MONTREAL; WALLS-IRONS, LTD., WINNIPEG 
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Take a steady seller, package it for greater attention-value, ' 
easier identification, and added sales-appeal. Repeat the 

process on fifty-five of the most popular hardware items, and 

you have Stanley Carded Hardware—a colorful counter-full 

that wins the tricks 

Cards serve as complete sales units (screws are packaged with 

each item) designed to stimulate impulse buying and save 

the salesman's time. Mass-display Stanley Carded Hardware for 

volume sales and easy, extra profits. The Stanley Works, 

New Britain, Connecticut 


Remember . . . 
Three Hinges 
To A Door 


STANLEY 





Rag WS Pan OFF. 
HARDWARE © TOOLS ® ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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It pays in many ways to Vanishing Door 
recommend and sell llangers i Trac 


EERE ARAL, 


Richards- Wilcox 


Today's greater demand for small homes 
makes the full utilization of every inch of 
space more imperative than ever. And the 
answer to this need is an entirely new 
Vanishing Door Hanger by Richards- 
Wilcox that is designed for thin-wall in- 
stallation and noiseless operation. R-W 
Silver Streak Vanishing Door Hangers 
and Aluminum Track are adapted for use 
on parallel residential wardrobe doors, or 
for any doors in any room of the house. 
Note these points of special importance 
to you and your customers 


@ Four types of hangers to accommodote various size 
doors and building requirements 
Bronze hanger and aluminum track to withstand salt 
air for seaboard use 
Adapted to thin wall to sove spoce ond reduce 
building costs 
No interference with room furnishings or decorations 
Tight fit of door to floor avoids drofts, loss of heat 
Adapted to single sliding and parallel! sliding house 


doors 


SILVER STREAK 

R-W Neo. 1019 

Vanishing Door 
For more information, contact your jobber or write Hongers and 
for one of our illustrated folders describing in detail Aluminum Track 


the uses and advantages of SILVER STREAK. 


A WMANGER FOR ANY DOOR THAT 


OVER 71 YEARS Pt) te) © Melee (e)h we ee We ee ee a 


HANGE T + FIRE C R TURES *« GARAGE C ® 
RANES + WARDROBES A PARTIT 
PMENT 


TRIAL 
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Announcing the 


NEWEST : 
ADDITION bie oo: 


All-Stainless-Ste 


parkling new tea kettle with f 


Made of stainless, dent-r 
-looking for years and 
is. Bearing the famous R 

easing store traffic. Prid 
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Questions about Insurance? 


Ask Arderaled 4 
QUESTION {()\ BOX 


Q. Does the fire policy cover damage 
resulting from smoke because of 
faulty operation of an oil burner? 
A. No. The fire was confinca io the 
place intended for it. The supple- 
mental contract and the smoke dam- 
age endorsements cover losses of this 
type. 


For the Protection of Your Business 


WHEN YOU HAVE COMPLETED 
YOUR INVENTORY, CHECK 
YOUR INSURANCE! 


Inventory time is a good time to check up on insurance to be sure that 
your business is properly protected. Every day claimants are discovering too 








The building and contents of this 
Boonville, Mo., garage were des- 
troyed by fire September 13, 1951. 
Tom Parker, negro employee, was 
heating a tank left there by an ex- 
terminator. His purpose was to re- 
move the residue of fluid. The fumes 
from the operation sprang into flame, 





Sannin 





$98,000 Fire Loss 





there was no explosion. The fire 
started about 10:20 A. M. and was 
brought under control shortly before 
noon. The building was valued at 
$75,000, the contents at $23,000. 
The loss was partially covered by 
insurance with Federated Mutual. 








About Your 
Friendly Federated Man 


Your Friendly Federated Mutual 
man is especially trained for his job. 
He specializes and is experienced in 
serving businessmen, particularly in 
the implement, hardware and auto- 
motive trade. It’s reassuring to do 
business with men who are familiar 
with the problems of your particular 
business. 

Your Friendly Federated Mutual 
man represents only ONE company 

that’s Federated Mutual, Owa- 
tonna, Minnesota. When you deal 
with him, responsibility is narrowed 
down to ONE man who is the direct 
representative of just ONE com- 
pany, and you can place all of the 
insurance for your BUSINESS, 
HOME and CAR with him. The sav- 
ings in doing business in this simple, 
direct, sound way are returned to 


14 


you at the end of the year in the form 
of dividends. 

For the name of your nearest 
Friendly Federated Man consult the 
pages of your classified directory or 
write Federated Mutual, Owatonna, 
Minnesota. 





United We Stand 
Minor legal problems are among 
the many services for which you can 
call on your trade association for 
help. The experience 


of other dealers may a8. & 
be of vital assistance « meus @ 
toyouintimeofneed. . "meet | 
It’s good business to ay r - 
belongand keepyour « © « 
association strong! ot * 

e 7 


Sederaled Healual 


late that their property was under- 
insured at today’s values. Losses are 
costing owners thousands of dollars 
because of the failure to increase in- 
surance to keep pace with today’s 
values. 


Cost of Increasing 
Coverage Low 

The cost of re-construction, as 
well as the cost of stock and fixtures 
has risen steadily. It’s important 
that you know what the insurable 
value of your building and its con 
tents is today and that you are ade- 
quately insured. The cost of increas- 
ing the amount of insurance is very 
low. Fire insurance can be brought 
up to date at a fraction of 1° of the 
additional coverage needed. Whether 
you are insured with Federated Mu- 
tual or not it will be worth your while 
to be sure your insurance keeps pace 
with values, 














Who Do Dat? 


Is YOUR furniture insured 
is it insured at today’s value 
do you have an inventory? If 
not, then call the friendly Fed- 
erated man or write us today. 
Our booklet, “‘Household Inven- 
tory” is yours for the asking. It 
will give you a record which 
you need in case of fire. 











aftr, 
J 


+ 





IMPLEMENT and HARDWARE INSURANCE COMPANY % OWATONNA, MINNESOTA 
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JACOBSEN BANTAM 
21-inch cutting width 
Six other reel-type 
mowers, cutting 
widths from 1°‘ 
to 30 inches 









BACKS YOU 100 PERCENT 


- full power mower line for total market coverage 
better service for complete customer satisfaction 


When you sell Jacobsen Power Mowers and the products 
of its affiliated companies, you are able to supply the 
right size and type for every grass-cutting need. But your 
advantage goes far beyond complete market coverage 

Backed by this organization, you have at your dis- 
posal the combined and unsurpassed service facilities of 
Jacobsen, Worthington and Johnston three of the 
nation’s leading power mower manufacturers. Complete 
parts catalogs, handy service kits and prompt shipment 
of replacement parts from the respective factories all 
contribute toward making your service job easier. Nation- 
wide network of authorized service stations assures each 
dealer proper and immediate attention. 

More than that, a well-organized system of service 
schools gives every dealer's staff the epportunity of 
learning many time- and cost-saving methods from fac- 
tory-trained instructors. 

Your customers benefit from this top service. You 
benefit from the good will this creates. When you sell 
these nationally known products, you have the most 
complete power mower program for yourself and your 


A 
~~ 


aa ~. 





JACOBSEN 18 
ROTARY DISC MOWER 

18-inch cutting width 
Six other Rotary 
Dise Mowers 
cutting widths 
from 20 to 62 


ches 
















oS a) 













customers. 







i sounston woRTHINeTON 






Seavice scwout 


Service school for all Jacob- 
sen, Worthington and John- 
ston dealers and servicemen 
is held at strategically locat- 
ed points. (95 schools will be 
held throughout the country.) 


JACOBSEN MANUFACTURING COMPANY 
RACINE, WISCONSIN 
Complete line of reel-type and rotary disc mowers for home lawns, estates, institutions. 


JOHNSTON LAWN MOWER CORPORATION WORTHINGTON MOWER COMPANY 
Ottumwa, lowa * Stroudsburg, Pa. 
Reel-type power mowers for the home owner market. Specialized tractor and mowing equipment for lorge-area cutting. 
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Brice gene er 


-_ 


On the job! 


Our volunteer speakers are saving thousands of 
lives today in factories and business offices at 
neighborhood and civic centers at social, fra- 
ternal and service group meetings all over this land 
. by showing people what they can do to protect 
themselves and their families against death from 
cancer 
In laboratories and hospitals, from coast to coast 
our volunteer dollars are supporting hundreds of 





research and clinical projects that will save count- 


less more lives tomorrou 


lo find out what you yourself can do about cancer, 
or if you want us to arrange a special educational 
program for your neighbors, fellow-workers or 
friends, just telephone the American Cancer Societ, 
office nearest you or address your letter to “Cancer” 
in care of your local Post Office. One of our volun- 
teer or staff workers will be on the job to help you 





American Cancer Society 
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SPEEDLINE matched and balanced lawn and garden tools 
promote multiple sales and later repeat sales of matching tools 


















; * 10” leng, anguler back, 
peliched tines. 30” bent ash handle, 8” Tapertite 
ferrule, Steel D top. 35 ibs. per doz 


ai 






\< 
























No. 3 orden Shere! A very populer, sturdy 
smoll shovel. 7%" =x 10” blede with integro! 
socket. Lower half of blade polished. Footrest. 42” 


miOw FOOR & HOE COMPAR me 
bent ash handle. 42 Ibs. per doz 
> 
’ 
> 


N 4 ‘ Very strong forged and 
heot-treated 5%" x 8” blede and shank with 42” 
bent ash hendie, 8” Tapertite ferrule. A big seller 
for digging beds, transplanting. 32 Ibs. per doz 





Shove 


> 
v y 
First complete set of ‘‘home gardener's’’ 
tools. Outsell old type heavier tools 2 to 1! 





A 


New families, new home building and new interest in home 
beautification have created a whole new market for tools. These 
new buyers want light, fast tools to care for their lawns and gardens 
SPEEDLINE meets this demand completely with a choice of 20 matched 
and balanced tools, under one nationally advertised brand name. 


More and more of these tools are being bought and used by 


women as well as men. SPEEDLINE appeals to men and women jen Rokes: Me, SLO Round Bow pattern is the 
equally—heat-treated one-piece forgings and ash handles, light in weight. best selling light, strong garden rake. 13%” wide 
mee : se and : aling th ly bl handled tools th Id with 14 curved teeth 2%" deep and ." thick 
easy-to-use anc eye-appea ing e only Dbiue-Nandied too in e work at } ‘, forged with st bows from one solid 
7 — : ber of steel. Won't loosen or break. 5’ ash hendle 

Dealers who used to carry mixed stocks have found that SPEEDLINE with 3%” ferrule. 37 tbe. por des. 
items outsell all others, at full mark-up—and sell even faster when they No. SL1O Level Head pattern has the same specifi- 
are mass-displayed. Customers who come in to buy one tool often buy cations for head and handle. 32 Ibs. per doz 


several. because they make a set. And many more customers come back 
> 








for matching tools. whenever they buy again 


No. Sil Modern short- shank 
type with 30° long ash handle, weighs less, 
has better balance, hangs in correct cutting 
position, won't turn in hends. Heat treated 
8" « 2%" biede with knife-sharp beveled, 


Gross Trimmer 


the only lawn broom adjustable to suit the work 
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No. S114. Just loosen wing nut and push handle in or out to adjust as desired — from 
extra limber 20” wide spread for dry leaves and clippings down to stiff 11%” wide 
comb for cleaning in corners and between rows, or gathering heavy trash. Has 22 
flat, clock-spring tempered steel teeth 14” long; 4’ ash handle. 28 Ibs. per doz 
Biggest selling SPEEDLINE too! 








serrated edges cuts far easier than plain 
bledes, is ible and repli ible. Overall 
length 36%". 17 Ibs. per doz. 





No. Si12 Lo Shank Dendelion Weeder Best selling weeder because it is easy to 
drive the extra shorp 1” wide notched biede and 6” shank deep enough to kil! 
long roots. Forged from bar stee!. 30” ash handle, 3” ferrule. 9 ibs. per doz. 


U'\ . 
\ \ 


den Hoes Ne. $124 socket pattern. No. SLB 
shank pattern. 6" x 4%" taper rolled blades, 
4%" spring pattern ash handles. 26 ibs. per doz 
No SL2 Floral Hoe There is big demand for this 
light, sturdy 5” hee, so suited for today's smell 
gordens and flower beds. A profitable new item 
in SPEEDLINE. Shank pattern, 5” x 3%” blade, 4’ 
spring pattern ash handle. 18 Ibs. per doz. 


— 


“ + —_~ 
‘ SLIS Turf Edger The permanently satis- 

tory edging tool. Strong 9” x 4%” blade, 
Sharpened end to end. Footrest. 4° ash handle, 
4," ferrule. 32 Ibs. per doz 


Speedy Cultivators! No, SLS has 4 tines of 5” 
spreod, 4'/," handle; weighs 20 ibs. per doz 
No. SL3 has 3 tines of 3%" spread, 4’ handle; 
15 Ibs. per doz. Spring pattern ash handles, 


a 
No. $123 Soil-Kn A growing favorite. 3%” ferrules 


3%” « 3%” blade, sharp on both sides and 
square point. Goose-neck shank. Spring pot- 
tern 4° ash handle, 3” ferrule. 17 Ibs. doz 


te Moe 


No. $16 Werren Hoe 4%" « 6%” taper rolled No. $122 Eorless Hoe Can werk close te plants, No. Si? Two-P 9 Noe Heavy but perfectly 
biede with shorpened point, sides and ears. weighs less, is sharp on 3 sides. 7” x 3%” taper balanced with 3%,” x 9%” forged steel blade, 
4%" spring pattern ash handle, 3%” ferrule. rolied blede. 41," spring pattern ash handle, 44" ash handle, spring pattern. 3%” ferrule. 


25 Ibs. per doz. 3%” ferrule. 24 ibs. per doz. 28 Ibs. per doz. 


Order these matched tools from your UNION jobber's stock. Write us for complete Catalog 17 


THE UNION FORK & HOE CO., 500 Dublin Avenve, Columbus 15, Ohio 


Also mokers of UNION Form and Garden Tools, RAZOR-BACK Shovels 





ALDURA 


The new Alclad A 









OPAL 


The best full gauge hard drawn steel wire 
you can buy. Beautiful white satin finish 
Electrolytic Zinc weather protection 


Perfect, uniform mesh 1th 
? 
” 


LIBERTY BRONZE 

ie. Superior hard drawn bronze, (90% 
88s... copper). Uniform, full gauge wire gives 
cece even mesh, keeps screening flat. 
Thorough weather protective coating. 


You'll be in clover 
with these 


3 SCREENING LEADERS... 


All with the exclusive Multi-Strand Edge that makes for eaeare 
better, flatter insect screening! 1 
It’s smart, (and easy) to choose your screening from 
New York Wire Cloth’s complete line . . . all uniform mesh, 
expertly woven . . . the finest screening made! 


NEW YORK WIRE CLOTH 
COMPANY 


NEW CANAAN, CONN. 
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Performance- 
Wise 
. 
Profit-Wise 
ee * 
Promotion- 
Color-Wise Wise 
i 
j j . 
‘ 
5 
s 
| 
a 
a 


[fol comme lolale MET -1¢]aeallale Me lele) aml mm 2elUiam lat) a1 
paint set-up relate Mmial cial compare it with rolahy 
BPS Dealer. You'll find he sells faster folate) 
makes more profit, gets more repeat business 
acelaimialelaeltielalh aatelitiiletematiilelul-lawaleh miles 
TAtcMeniilele(-taaiistne) maide) lela Min ic) ant -)l-lailels by 
the buying public. What's: more, he has no 
aeolsseleian, owned stores or oh a-talel ey eliare) rel -tel| 
ers to.contend with because he operates 
Tatet=tel-taletsalib alate (-tamelaMt- 44th Z-ME elaeli-lai-ter 
territory BPS Franchise. Can you say the 
same 2 Youll be able to if you sign up with 
BPS.so do it today! 





The Patterson-Sargent Company, 
1325 East 38th Street, 
Cleveland 14, Ohio 


I'd like to know more about the BPS Line and its proftt edve 


NAME 


ADDRESS 


CITY 





horri 


WESTINGHOUSE 
AND 
DELCO MOTOR 


Sherrill gives you a “golf course” cut. No 
ridges, no bent over tufts and no scalped 
spots with a Sherrill. Exclusive design enables 
you to cut right up under shrubs without in- 
jury to lower branches. 1%” rubber tires 
prevent marking of lawn. 


Sherrill cuts any length grass. The “scythe” 
principle eliminates bunching and clogging. 
Blades, held in cutting position by centrifugal 
force, swing back upon striking any hard 
object, preventing damage to the machine. 


Sherrill is safe. The motor is shielded from 
moisture and flying grass, insulated from the 
frame with rubber mounts. Design affords 
protection from blades. 


SR 
FULI 


) 


ZB 


Specially built, heavy duty % 


h.p. motor with 


and built-in overload protector 


switch. 


L— § 
Ci© 
3 


Cuting height easily adjusted 


to four positions 
wheels. 


STURDY 


ALL STEEL 


New type cutter blade is oper- 
oted by centrifugal force. The 
blade swings bock when strik- 
ing hard objects, eliminating 
shock and damage to blades 
and motor. 


Soe page atc > UR Ae 


covered top 


- Bu 











Revolving-type rear guard. This 
type guard eliminates grass 
clogging under mower. 


on oll four 


see your 
HARDWARE 
DISTRIBUTOR 


for 


ATE 


DELIVERY 


New adjustable bar front 
gvord. Sturdy — durable and 
attractive. 


_, ALLIED SHEET METAL & ROOFING CO. 
3618 CLINTON DRIVE © HOUSTON 20, TEXAS 
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When people are passing your windows or inspecting the counters 
in your store, having products from the famous J&L line on display 
is good business. People know and recognize this trade mark . . . they 
buy it in preference to less well-known brands .. . it ties-in your 
galvanized ware with other reputable brands of merchandise. 

J&L Ware is sturdily built. It’s priced to cover the big volume market 
and yield a healthy profit. See your local hardware jobber. He will pro- 


vide you with complete information concerning prices and deliveries. 


Jal STEEL BARREL COMPANY 
NEW YORK 17, NEW YORK 


Subsidiary of: JONES & LAUGHLIN STEEL CORPORATION 
galvanized ware plants; TOLEDO, OHIO and ATLANTA, GEORGIA 
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NWOTHING ELSE L1KE 17 1N THE (INDOUSTRY / 





Qwandé eee 
the reinforced plastic garden hose... 


that’s guaranteed in writing tor ff years! 


| 2 And Dont Forget GuariNo. 150 


PLASTIC . . . Guaranteed in Writing 





For & YEARS! 

& bery Soecial, .. Swarr No. 160 
PLASTIC . BEAUTIFUL and the Price?— 
better ask your jobber— you'll be delighted! 

So will your customers! 


if you want to dominate 
the Garden Hose Business— 


SWAN RUBBER COMPANY 
BUCYRUS, OHIO 


World's Largest Manufacturer of Garden Hose 
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SOUTHERN’ 


woobD 


SCREWS 


(Slotted or Philips Heads) 


can help make your new year happy 


It profits please you, then Southern is the line for 
you in "$2. You'll be happy to see the repeat business 
that Southern screws bring in. It means more store 
trathe more money in the register 

Your reputation tor handling top quality products 
is strengthened when you stock Southern These fine 
fasteners are uniformly pertect made of the very 
best extruded brass wire or sulphur steel wire 
rugged in body and shank to prevent twisting of 
breaking Available in a wide range of sizes and a 
variety of finishes 

For more contented customers ind 1 happier, more 
profitable new year, make 1 resolution now to im 


vestigate the Southern line 


FACTORY WAREHOUSES 


SOUTHERN 
SCREW COMPANY 


110 Rickert St 
Statesville, North Carolina 


® © © @® «€ 





JUST PRESS 'N TURN 


an. BA. 


FRABILL’S 


er ene Mawar 


FISH FLOAT FOR CASTING OR STILL FISHING 
YOURS IN FIVE SIZES — From 20¢ to 40¢ 


Customers insist on BOB EM 2-WAY fish floats 
mode right designed right they work right! 








FRABILL MFG. CO. 332.".."0"%5 


e Milwaukee 5, Wis. | 











STRATAFLO 


flex ible 
metal 
poppet 











ALL 
POSITION 


Patented Flexible Monel Metal Poppet, 
cannot leak. Quiet, sensitive operation. 
For cold or hot water or steam. 200 Ibs. 
pressure. Seven sizes. Ask for bulletin 204. 


order from 
your Jobber 


2777, Zap PRODUCTS, INC. 


FORT WAYNE |, INDIANA 
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8 reasons why 4 Myers Spray Pump lasts longer 





Mote Buyers Want Myers! 


POWER SPRAYERS 









Here’s proof of Myers quality — and Myers Sprayers 
are constructed in all other ways to match their 
pumps. More than 100 different power sprayers to 
choose from; power take-off and engine driven 
Capacities: 2 to 50 GPM. Pressures: 20 to 800 Ibs 
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Kgenly Seale 


.. INSTANTLY APPEALING TO 
THE MOST DISCRIMINATING 


SERIES “410” 


NATIONAL LOCK 


To the ultimate consumer, NATIONAL 
LOCKset is immediately desirable because of its 
delightful dignity of design. Only after its many 
other superiorities are explained does the 
home owner /a/ly appreciate why hardware 
men, builders, architects and other experts are 
recommending NATIONAL LOCKset on job 
after job. If you have not yet heard the “inside 
story” of this fine product, write us, or ask your 


regular supplier for complete details. 


Designed To Reduce Wear 
Designed To Resist Wear 
Made of Selected Materials 
Faster and Easier To Install 


With Many Exclusive Features 


Selection of Lasting Finishes 


WRITE US FOR CATALOG...ORDER FROM YOUR SUPPLIER 


DISTINCTIVE HARDWARE... ALL FROM 1 SOURCE 


“..P 


NATIONAL LOCK COMPANY 


ROoOCcKFOROD . tLLInots 


MERCHANT SALES BIiVISton 
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SEE US AT CHICAGO SHOW, BOOTHS 1028, 1030 














(Clothesline) 

CONNECTED LENGTHS marked every 50 feet, four 
and six strand, No. 20 geuge. Cushion center cable, 
best clothesline construction known . . . 50° lengths. 
Also on brightly lithographed steel spools, 500° and 
1000". Solid . . . 50° and 100° lengths. 
WRIGHT quality wire brightly galvanized. 

Southern Representotives: 

D. C. HORNIBROOK — £. L. HORNIBROOK 
Box 176. Avondale Estates, Ga 


LAWRENCE J. BALDWIN & SON 
306 Carondelet Bidg.. New Orleans 12, Le 


STEEL & 


¢.-. WRIGHT wire co. 
PEWORCESTIR-MassacnuserTs | 
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Originated by a Farmer, low cost SSirco 


Star Steel Fence Posts appeal to other farmers on i 3 

sight! The new Star design is like no other on the 

market! It’s a stronger, longer lasting fence post x i 
that makes fence building easy, practically elimi- a : 
nates broken fencing. No lugs, clips or ties...one tw , 

straight wire locks all fencing wires from top to i te 3 


bottom, allows g-i-v-e under strain. 


Dealers also prefer SSirco Star Steel Fence 
Posts because they are easy to stock, easy to sell, 
and give a generous profit margin. Sell the Fence b 
Posts preferred by Farmers and watch your profits ' 
climb! Write today or ask your SSirco Represen- 


iy 


tative for complete information! 
Fence Posts | 
THESE Y diet - Ba 
FEATURES Hj} i 








EASIER TO STOCK — EASIER TO INSTALL MORE SHOCK -AB- 
Ster Posts nest Ne , taples or SORBENT — Fencing 
ly, require tittle thes Ne holes te dig cen tleesen yet hes 
spece. And SSirce See were seentes Eh Fy pT 
' ' 
means minimum in. —" —— venized of pre- Sensloaiodiinieanes 
ventores pomted, with woter- broken fencing! 
+ proof asphelt under. 
ground 


SOUTHERN STATES 
IRON ROOFING COMPANY 








oAll 






f 


jace (899 
a = 





< GRIFFIN 


Griffin Butts ore Quolity Butts . . 
produced from highest grode steel, 
carefully rolled in our own plant and 
finished by expert craftsmen. You con 
be sure of satisfied customers when you 
sell them any items in the Griffin line 
of fine builders hardware. 

For more than o half century Griffin 
has been producing fine products. That 
experience assures you of the best. Sel! 
Griffin . . . and you sell Quality 


\ ] Every DOOR NEEDS THREE 


MANUFACTURING COMPANY 
































’ 
: 4 N T 
. IFFIN PRODUCTS 
’ 
| q ERIE + PENNSYLVANIA 
{ i, \ REPRESENTATIVES 
- wiltua W DAVIS CHARLES L. Lewis a. F. SeveRs 4. Cc. Glover 
1639 W forge Avenve 1355 Morket Street 4524 East 60th Street 2611 Gerrisen Bivd 
ee Chicage 26, Iilimois Sen Fronciscoe 3, Calif Seottie, Wash. ngton Boltimore 16. Maryiond 
GEORGE A GREGG WALTER S. JOHNSON & SONS i. G. PuLLe®, 2 ROY .. 8OGERS 
17134 6 Wroming Avenve OI7 St. Cherles Avenve 644 Well ngton Rood 1620 Gerfletd Street 
F Detroit 2), Michigan Ationta, Georg-a Jackson 6. Mississipe Denver 6. Colerede 
THE 8. S$ ALDER COMPANY AUSTIN & EDOY INC £4. FaRmRaR HARVEY DO. RUSH & SONS Ww. C. MEIBAUM £6 CO. 
” 45 Worren Street 115 Brood Street 6637 Gell Drive 4638 Nichols Port woy 6954 Oleotha Avenve 
: New York 7. NY Boston, Morse ott Deoties 5, Texas Konsos City, Missour! St. Lowis 9, Missouri 
> 
' The original 14-mesh wire reinforced 
{ » window material formerly manufactured 





by the Celanese Corporation of America 


Joins the famous family of 


eS 


ee oo a Oe - 


io? WINDOW 
ae MATERIALS 


NOW KNOWN AS 


VIMLITE 


800-CW 


this popular, proved fast selling 
window moterial will be supplied 
in 50 and 100 foot rolls in 28, 36 
and 48 inch widths 


ORDER TODAY FROM YOUR 
R-V-LITE WHOLESALER 










Arvey CORPORATION 
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TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 





World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 


Ackermann - Steffan Div. 
PARKER MFG. CO. 


Worcester, Mass. 








"ere TS 





























Insist on 
TROJAN by name 
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The GREEN spoT, of course. 

For now America’s most complete, high quality line 
of garden hose accessories is broader than ever, with the 
right product at the right price for every customer. 

And you get a great new '52 Promotion Kit (no fixed 
assortment or minimum order required) featuring the 
“related sales’’ window display shown at right, give- 
away booklets on lawn care, counter card, dealer news- 
paper ad service, etc. Every GREEN SPOT item is promo- 
tion-packaged with silent salesmen, product displays and 
colorful cartons. 

Heading the line is the WEATHERMATIC, queen of auto- 
matic sprinklers . . . with free-spinning arms mounted 
on ball-bearings . . . distance-marked, adjustable noz- 
zles. There are three brand-new volume items . . . Dura- 
Seal hose coupling and mender, both with king-size 
shanks and wider, dip-shaped clinching fingers that seal GET THIS POWERFUL, 3-PANEL DISPLAY 
stronger . . . new, compact Quick Connector machined that boosts all garden goods, not just one line. This windew is one of 
from brass rod for easier hose connections. hundreds in which the GREEN SPOT display has helped increase related 

gorden sales up to JOO%. Consists of full-color, easel-mounted beckdrop; 





See your GREEN spot wholesaler now (merchandise 
available in accordance with metal limitations). twe matching side pencils, Hating lewn care tome; dlagreme fer window 
set-up, inside-the-store counter display... See your wholesaler or write 
Merchandise Division, Scovill Manufacturing Compeny, 34 Mill Street, 





Waterbury 20, Conn. 


Gwen 


*2gp5 THAT 


A PRODUCT OF SCOVILLE 


GARDEN HOSE ACCESSORIES 


Sprinklers «+ WandSpreys «+ Meso Measles «+ Quek ( ennecters 
=F" @ + Couplings + Hose Menderes + Glemps + Goeosenecks 
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"We wish we had more lines like PEE GEE! 


of er I e I 
u. 







Tnion Supply Company, Inc. 






gE. Sulliva® street 
Kingsport Tennessee 
September 20, 1950 
















ish Co . Inc 






lee & Gaulbert Paint & Varn 
Kentucky 






Peas 
Louisville 








advertising & 






Ned Booker 






ATTENTION Mr 


promotion Director 









sisted 1° creating 

andise and its 

the puilding 
prushes 






line has substantially as 
its consistent fine merch 
nd again Being 4" 
Customer not only paint 
lumber and nardware 
lor lines in Onekoatt Flat Flatkoatt Deep 
ss Enanel for some nine months now and 
ines cannot be touched by any other 
















e new co 


We have nad th 
Four Hour Glo 













Tones. 9” 
t the color cards on these } 
mn the market Our customers and most par- 
odern colo s. Our paint 
and we feel that 








next spring 
‘ incidentally 
’ yse of Deep Tones where 
of the priming agent .# ¢ mu 

Outside House Paint We're 


tenia of © att Mastic 
r a the word-of-mouth advertisin€ 







v ously du 
ble comment 






ch favore 




















it e y day an 


is payine off. at 
let me Say agaitt meee Gee 
“we nad ® F mes like it 


these 22 years We wish 
onal regards I remain 














Balership 
with kindest pers 







cordially yours 
ION SUPPLY co 








INC 













signature, 
Martin Karant 
ass't Mer 







We're pre 
»~pared to sell tl 
Mr. Karant’s c sell through a few more de: ; 
Fi: demend — s company. Would you like to — “er 
atkoatt Deep Tones, Onekoa such best-sellers as: Onek« profit by the 
’ oatt Enamels, Onekoatt Flat er House Paint, 
: at and Semi-Gloss 


and the sensational Sealkoatt I im wee s f. g 
T er-seailer t so et in tou h Ww th us 
| H I , g Cc 1 (7) 


EASLEE GAULBERI mg sent : . 
223 N. 15th Street, Lo He K 
visville entucky 


Serving the South Since 1867 
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You can put your confidence n- 


the M IK I fine 


PARCEL POST TWINES ~ 
GIFT CORDS 
; ’ SEA ISLAND TWINES 
Quality Twines and Cordages HOUSEHOLD TWINES 
KITCHEN LINES 
EXPRESS TWINES 
KITE CORDS sie 
CHALK LINES . 
JUMP ROPES 
WRAPPING TWINES 
MOP HEADS 
STARTER ROPES 
SHOE LACES 


(Samples furnished on request) 


DISPLAY 
PACKING 


For example-~ 















VENETIAN 
BLIND CORD 


als These display cartons save time and handling ol 





sl Yo :) merchandise because they show full information as to 
| c when close ad open into attractive coun 
: , | | contents her sea ar F 
ORDERS OF $50.00 OR MORE. FREIGHT | ter displays. They are standard packing fo of 
PREPAID. Orders of less than $20.00 f.0.b Art. 522 Chalk Line, Art. $523 Chalk Line, Art. 52 
Mill, Lawndale, N. C. or Marietta, Minn. Orders | Chaik Line, Art. S62 Mason Line, Art. S68 Clothes 
of $20.00 to $50.00, freight allowed to $1.00 Line end Ast. 869 Venetian Blind Coed 
per cwt. Freight prepaid does not include ex- 
tra charges incurred outside carriers regular | 
sone of delivery. When you display the YLG3 tine= 
— = } 











it Sells! 
Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


ABLISHED «~™ 167 





Marietta, Minnesota 
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Below: RC-38 33” high. 19%" 
x 42” top. A deluxe grill at a price 
that moves it fast. Polished tubular 
legs. Royaltex finfth. Also RC-37 
same as RC-38 but with left firebox 
removed and sauce pans added. 
Extra Accessories can be added at 
extra cost such as motor driven spit 
ond upright firebox shown in insert. 
Accessories packaged seporately. 








To retail profitably from $475,344? 


with accessories to +79 


H... is the new Royal Chef line 
of Barbecue Grills, now in volume 
production. Better order now to get 
yours in time for Spring Selling. 


Also NEW! 


SPACE 1119-A 
MERCHANDISE MART 
Chicago, Hlinois 


Permanent display of Royal Chef Grills, 
Gas Space Heaters, vented and unvented 
Vented Wall Heaters, Gas Logs, Range 
Conversion Burners, Fireplace Furnishings 


34 


Made by the manufacturers of the 
famous Royal Gas Heaters, Royal 
Fireplace Furnishings, famous for 
QUALITY and VALUE since 1891. 


iMPLE 


MANUFACTU 


Chattancoge % 
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RC-27 31 high. 19 x 34 top. A 
roll away model with exceptional 
styling and features—plus the right 
price for volume selling 








RC-26 31° high. 19° « 34” top ) 


Collapsible tubulor legs 





RC-22 30° Fich. 16” x 30” top : 


Collapsible tubu'or legs 





ooGA 


Tennessee 








_ ————EE — 
RC-14 14” x 16” fire box. Collaps- ; 


ible tubular legs. For picnics, comping 


1952 














SANDEE FEATHER-LITE 
‘ your quality buyers’ d ds with Sandee Feather- 





customers . . . lift it—twist it—crush it . . . and 


for greater handling ease. It resists sun, freezing, abrasion, 
. A full-flow hose, 


You make your full margin of profit on every coil of Sandee 
Feather-Lite. GUARANTEED UNCONDITIONALLY for 10 
full years, NOT a pro-rated gucvantee. 


SANDEE THRIFTEE 

Meet your price buyers’ demands with Sandee Thriftee. 
The budget gardener wants price, he wants a plastic hose 
that gives easier sprinkling, and long rugged service as 
well. Sandee Thriftee includes the bonus of 100% vinyl 
materials which make it weather, age and wear resistant. 
it’s an excellent water capacity hose, and your customers 
have their choice of brilliant Forest Green, or Sunset Red. 
You make volume unit profit on Sandee Thriftee turnover. 
Sandee Thriftee is GUARANTEED UNCONDITIONALLY for 
5 yeors, NOT a pro-rated guarantee. 





BE A USER-BOOSTER 
To sell more hose, tell your own experi- 
ences with Sandee. This money-saving 
gift certificate makes it easy to be a 
Sandee seller-user. You save $5.40 from 
the retail price of a 50 foot coil of San- 
dee Feother-lite, but your big bonus 
comes in added sales. Write for your 
] gift certificate today. 











andee Manufacturing Company 


$@ese@ FOSTER AVENUE . Ccwrcage 36, titinmors 





66 You've done a sell job on the Slaymaker ‘Brass 
Beauty’ Padlocks since the very beginning. 1 knew 
that you'd pick up more impulse business with 
that nice movable jewel-case merchandiser. And 
ul bet vou felt the effect of Slaymaker's national 
advertising. 9° 


Robert F. (Bob) Fite, Salesman 
Hell Wholesale Compeny 
Delles, Texes 





66 They're fine locks to sell. My customers go for 
them because they are solid cast brass padlocks 
in the medium to low-price range. They're beauti- 
fully packaged, work smoothly, and are as strong 
as they look. | am all for the Super-tumbler, too 


— it cuts out interchanging. ** : 


H. L. Morris, Buyer and Manager 
Moulders Hardwere Company 
Delles, Texas 


laymaker 


Lancaster, Pa., U.S.A. 





As advertised in 


the "Soturday World’s Most Complete Line of Padlocks 


Evening Post.’ 
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LANDS BIG TUNA 
AFTER 5 YEARS 


FISHANGRE-LA, N. Y Henry Brain, 
of Dunellen, N. J., is the persistent 
type. For five years he's been going 
after the big ones with no luck 

But just lately he hit the jackpot 
Shown above is the 961'» Ib. beauty 
that he brought in off Montauk, 
N. Y., with a brand new Ocean City 
12/0 reel. The tuna was over 94 ft. in 
length and 80 in. in girth 

From the initial run of about 450 
yards the tuna was brought to gaff in 
one hour. Brain reports that the reel 
stood up perfectly through rough 
treatment and was only a little bit 
warm when it was all over. 


wort oOo 





OCEAN CITY-MONTAGUE 
DEALER NEWS 


LPHIA 


27-YEAR-OLD 
OCEAN CITY REEL 
USED BY WAR VET 


Way back, just after World War I, 
this Ocean City reel went to work 
pulling in plenty of fish. According to 
a famed Hollywood cameraman it has 
stood up through the years against 
real “use and abuse.” Once it was 
lost in the ocean for three months . . . 
then snagged from the surf by luck. 

Cleaned and oiled, this reel, fondly 
named “Ike"’, went back on the job 
to help the owner's two sons learn to 
fish. Through the years it was used 
by many a movie great. Then came 
World War II, and “Ike” went over- 
seas to be fished all over the Pacific 
theatre by a friend of the owner. Now 
it has been retired, and a brand new 
Ocean City reel is helping to keep 
up “Ike's” tradition of service. 


REPAIR AND PARTS 
DEPARTMENT MOVES 


To provide better facilities for servic- 
ing Ocean City reels, a brand new 
department has been equipped at the 
Ocean City branch plant at 3840-50 
Coral Street, Philadelphia. All reels 
requiring servicing should be for- 
warded to that address—and not to 
the main office at “A” and Somerset 
Streets 

Customers should be advised of 
this new service to make sure their 
repair and parts problems are solved 
promptly. The new department is 
staffed by experts to assure that all 
reels will be returned in top condition 
as quickly as possible 

Remember the address: Repair and 
Parts Department—3840-50 Coral 
Street, Philadelphia 24, Pa. 
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SOUTH AFRICA ANGLER 
FISHES BETWEEN 
CROCODILES 


These Bream were taken on a small, 
level-wind Ocean City reel by Clive 
Morgan Hayes in the crocodile- 
infested waters of the Gwaii River in 
South Rhodesia, Africa. The holster 
is for protection against a “too curi- 
ous” crocodile 

Among others, Hayes caught a 
Vunou weighing 53 pounds on an 
Ocean City No. 993, light-weight, 
take-apart surf reel, from the Hunyani 
River. According to Hayes, most light 
reels would not have lasted during 
the 20 minutes of terrific strain put 
up by the Vunou 

He also landed a large Tiger Fish 
with Ocean City’s star drag reel No 
165 from the Zambezi River, above 
Victoria Falls. According to Hayes, 
the Tiger Fish is one of the finest 
sporting fish in the world—even excel- 
ling the Dorado of South America. 

All over the world, Ocean City 
reels and Montague rods are provid- 
ing fishermen with the sturdy, reliable 
equipment they want—and at fair 
prices! 
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..a new SAVAGE dealer service 


The new Savage, Stevens, Fox Component Parts Price List is the most 
complete, concise book of its kind we have ever issued. 52 pages of easily 
identifiable illustrations show replacement parts for all current—and most 
older—Savage, Stevens, and Fox shotguns and rifles. You'll also find 
helpful information on service and repair charges your customers ask 
about. 

This new Parts Price List assists you to offer shooters complete, reliable 
service information on all our models. Replacement parts are easily 
recognized and simply keyed for quick, convenient ordering. SERVICE 


can make your store arms headquarters create many new sales. 





Send for your copy of this free book now—it’s a sales 


tool because it helps you maintain the dependability and 


emer © 


high performance qualities that are built into Savage, 


Stevens, and Fox shotguns and rifles. 


Send For Your Free Copy 


Savage Arms Corporation, Arms Service Department 8 
Chicopee Falls, Mass. 


Please send me, without charge, a copy of the new Savage, Stevens, 


on Componen arts ree in 
Fox Comg t Parts P List 


Firm Name 


First in the Field 


Address 


(C) add my name to your Arms Service dealer list. 


[) send names of competent gunsmiths nearest me. 





SAVAGE + WORCESTER Power end Need lowe Mowers 
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{ House Beautiful oF 


PROFI 


Quality-Built CLARK Rotary Mowers 


Are Fully Guaranteed 
CASH IN Now on These 


Trouble-Free Mowers in 1952 


‘ r 
waRUFACry,: 


— ££ MODEL 20 









\ Clark 


, ROTARY ——- 





Nationally Advertised 








Eight Big Features Boost Sales! 


‘ 

1 New die-stamped one-piece steel! chassis with reinforcing ribs 
baked green crinkle finish paint with red wheels, greatly enhance the 
Sappearance of the Clark Rotary. A weight reduction of approxi 
Bmetoly 15 pounds is also achieved 


2 Light weight, powered by nationally famous Leauson, Clinton 
Red Seal Continental! and Briggs & Stratton motors. These air-cooled 
2 HP 4-cycle engines provide an abundance of power for cutting 
high or low grass and weeds. Heavy duty models have 2'/) and 
3 HP 4-cycle engines 


3 Specially designed heat-treated spring steel blade cuts swath 
20 inches wide no after trimming necessary. Blade easily re 


moved for sharpening. A single set screw locks the blade assembly 
in position for desired cutting height 


4 New spinner head assembly has bal! bearings sealed in grease 
at factory 


5 Four wheels with ball bearings, equipped with 10 x 2 semi 
pneumatic puncture-proof tires. 


Safe operation. Blade fully protected on al! four sides. New 
swinging back-stop permits easier handling on rough terrain 


7 Long trouble-free service. No gadgets to get out of order. A 
real quality mower you can sel! with confidence 


Our Southeastern sales record speaks for itself. Ask your jobber for Clark Rotary Mowers, or write .. . 


CLARK MANUFACTURING COMPANY 


Tel.: Atlanta, Ga. — CRescent 336! 


Clark rotary mowers are now available in Canada. 


CLARK MANUFACTURING COMPANY, 300 Melville Road, DECATUR, GEORGIA 


Please send descriptive folder and dealer franchise information on Clark Rotary Mowers. 


NAME 
ADDRESS 
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DOUBLE 


Lawn Seed Sales 


With NEW 


C 


DEALERSHIP 
PLAN for ‘52 


Woodruff will do more for its dealers than any 
other seed house. 





Woodruff dealers will receive a colorful window 
and store display to exhibit Woodruff Lawn Seed 
and related products. Your local newspapers will 
tell your entire community about your Woodruff 
Lawn Seed dealership. 

Millions of lawn seed users all over America 
will read about Woodruff products and Woodruff 
dealers in National magazines. 

Write today for the Woodruff dealership pros- 
pectus — it will tell you more about greater lawn 
seed sales for you. 













F. H. WOODRUFF & SONS, INC. 
\ 7 
if MILFORD, odiubhy TOLEDO 
b, > CONN. seeos onto 
‘ee l BELLEROSE, t. 1. ATLANTA SACRAMENTO 
. : Se ame 
ys F. H. WOODRUFF & SONS, INC. SH-1 


’ ar. CONNECTICUT | 


Please send Woodruff dealership 
prospectus. 








State 


4! 


ee 





= /\@ SALES REASONS 
eee ee why DAVIS is 


different and better 


atte 


j 


Only Davis has the Flex-A-Matic Clutch The Davis 1952 Golden Anniversary Line is 
1 with full safety release— Models 50/50 and 4 compact .. . every model a sales leader. That's 
52—a V-belt automatic transmission that makes why your inventory is lower—your turnover 
Davis the easiest to operate, safest reel type faster—and your profits greater . . . with Davis. 


power mower built. 
5 All Davis mowers are Unit Boxed . . . pa- 


Today’s finest ““mow and mulch” job is done : ; 
E tented, individual packaging that affords 


by Davis Rotary Power Mulching Model 51 
because the exclusive Davis rubber mulching 
roller holds the cuttings in the mower until thor- 
oughly shredded — and then spreads the mulch 


greater protection, simpler stocking and easier 
handling . . . a better package for a precision 


product. 


evenly over the lawn. No unsightly windrows. Every mower—hand or power—in the Davis 
Davis product quality and salability are 1952 Golden Anniversary Line is a top value 
based on half a century of research, quality- .. . because Davis “built the best’’ quality still 
controlled manufacturing and sales experience bears a modest price tag... See your Jobber or 


National plus sales-making national consumer advertising. write direct to: 
att 


Advertising » ' G. W. DAVIS CORPORATION 


Richmond, indiana, U.S.A. + Established 1902 


“BIG BROTHER” ROTARY “MULCHING” 4-SQUARE Mode! 56 
com = Medel 52 Model 51 
Sefety Clutch, A 
V-Belt Automatic 
Transmission 


LAD simplest, Satest 


20” Cut 
1.6 to 2 H.P. 
Clinton Engine 





Washington News 


Orders, Regulations, Priorities 





Retailers’ Rating fer 
Centreolled Materials 


NPA orper M-89, issued by the 
NPA November 19 and effective 
same day, authorizes retailers to 
use the allotment symbol W-5, 
under certain conditions, on their 
purchase orders for controlled ma- 
terials placed with mills or dis- 
tributors. Classed as controlled 
materials are steel, copper and 
aluminum. 


Use W-5 Symbol 


Subject to certain inventory lim- 
itations, a retailer may place or- 
ders, using the W-5 symbol, for 
delivery in any one calendar quar- 
ter of a total quantity of controlled 
materials which he customarily 
purchased during the base period 
(calendar year 1950) not exceed- 
ing certain stated amounts, some 
of which are: wire nails, $150; 
wire staples, $25; barbed wire, $50; 
poultry and rabbit fence, $75; farm 
and lawn fence and fence posts, 
$125; wire bale ties, $25; galvan- 
ized sheets and valley rolls, $75. 

A retailer may establish an al- 
ternative quarterly quota of one- 
fourth of his base-period purchases 
of any controlled material (invoice 
cost less trade discounts and de- 
livery charges), with quota a- 
mounting to 100° of base-period 
purchases, on steel products, and 
amounting to 60° each on cop- 
per and aluminum. 

Under the order's inventory lim- 
itation, a retailer may not accept 
delivery of any class of controlled 
material if his inventory (dollar 
value) of that material would then 
be in excess of his average quar- 
terly inventory of that class of 
material during the base period 

Subject to this inventory limita- 
tion, a retailer may purchase con- 
trolled materials in addition to 
the dollar quotas set forth above, 
if he does not use the allotment 
symbol W-5 on orders for such 
additional material. 

An order placed by a retailer for 
a controlled material and bearing 
the symbol W-5 shall carry a cer- 
tification in substantially the fol- 


lowing form 
Certified under CMP Regulation 
No. 1 and NPA Order M-89 


7 


Ne Limitation Order on 
Wheelbarrows Planned . 


WHEELBARROW MANUFACTURERS 
have been told by the NPA that no 
limitation order on wheelbarrows 
is contemplated at this time. In 
a recent meeting with members 
of an industry advisory committee, 
NPA said that at the current rate 
of allotment, the industry may re- 
ceive 79 percent of its estimated 
requirements by June 1952. 

Committee members advised the 
NPA that while all present needs 
are being met, the industry will 
require more than the 6,023 tons 
of steel allocated for the first quar- 
ter of 1952. 

Manufacturers’ inventories of 
wheelbarrows are depleted and or- 


der backlogs are high. Some manu- 

facturers reported that their out- 

put in 1951 had increased as much 

as 40 percent over the 1950 figures 
o 


Mower Manufacturers Ask 
Tallered Regulation. . . . 


MEMBERS OF THE Lawn Mower 
Manufacturers Industry Advisory 
Committee in a recent meeting 
with OPS officials discussed the 
possible issuance of a tailored ceil- 
ing price regulation for that indus- 
try 

About 120 manufacturers, doing 
a business of about $125,000,000 
annually comprise the industry, 
which currently is pricing under 
both the Genera] Ceiling Price 
Regulation and Ceiling Price Reg- 
ulation 22 

OPS officials said they will con- 
sult with wholesalers and retail- 
ers as to the effect a tailored reg- 

(Continued on page 61) 


Capehart Amendment Pricing Rules 
Are Optional for Manufacturers 


IN EARLY NOVEMBER OPS ordered 
manufacturers’ regulations, CPR- 
22 and CPR-30 to become mandi- 
torily effective December 19. At 
the same time OPS issued supple- 
ments to each regulation provid- 
ing for optional adjustments of 
ceilings under the Capehart A- 
mendment for manufacturers to 
whom CPR-22 and CPR-30 apply 

The manditory date of the man- 
ufacturers’ regulations does not 
apply to the Capehart Amendment 
adjustments which remain avail- 
able on an optional] basis. 

A major exception to the De- 
cember 19 manditory date will 
be those commodities covered un- 
der Supplementary Regulation 12 
to CPR-22. For the following 
products the manufacturers’ op- 
tion to elect to use either the Gen- 
eral Ceiling Price Regulation or 
CPR-22 has been extended indef- 
initely: certain builders hardware 
items, phonograph records, radios, 
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television sets, galvanized ware 
such as wash tubs, water and gar- 
bage pails, power and hand lawn 
mowers, and a number of other 
items. Commodities on this list 
(covered by SR 12) are principally 
those for which tailored regula- 
tions are expected soon. 

Manufacturers who are eligible 
for adjustments but who do not 
wish to recalculate their CPR-22 
and CPR-30 ceilings immediately 
may elect to use the supplements 
at a later time. As soon as appli- 
cations are received by OPS under 
the supplements, manufacturers 
may use the adjusted ceilings, al- 
though OPS retains authority to 
revise them at any time 

When a manufacturer covered 
by CPR-22 or CPR-30 elects to 
use the Capehart Amendment he 
must adjust his ceilings upward or 
downward, according to his over- 
head costs, for all items which are 
priced under these regulations 
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PUT THIS DOUBLE-DUTY SALESMAN 
TO WORK FOR YOU 


Display DIXISTEEL Fence 
with the metal sign facing the 
flow of store or street traffic. 
Let your customers know you 
are headquarters for DIXI- 
STEEL Fence Southern 
made for Southern needs. 





When DIXISTEEL Fence ix 
put up, the sign becomes a 
part of the installation. I 
identifies the fence as DIXI- 
STEEL — reminds everyone 
who sees it that here is an 
other stretch of the fence 
you sell, 





i= 25 
oa 


— - 


DIXISTEE, 





This colorful metal sign on every roll of 
DIXISTEEL Fence is a double-barreled 
sales getter for dealers. 

In your store, the familiar DIXISTEEL 
trademark is readily recognized by your 
customers. They need no other assurance 
that this is quality fence — Southern-made 
for Southern service. 

When the fence is erected on your cus- 
tomer’s property, the sign becomes a part 
of the installation. It tells the world that 
this good-looking fence is DIXISTEEL— 
the finest fence—the fence you sell. 

Order DIXISTEEL Fence by name from 
your wholesaler or jobber. 


FIELD FENCE DIKAS I 


BARBED WIRE 
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Manager Charles P. Kale, right. 
teaches a new employee how to 
properly adjust power tools by 
first giving him the factory 
catalog to study. A power tool 
library also is made available 
to employees for home study 


By B. Miller 





82.000 monthly volume from 


POWER TOOLS 


_— is a sizable market for 
power tools for the hardware 
dealer who stocks a representative 
line and who has personnel fully 
trained in the operation and ap- 
plication of this merchandise. And 
the market is not entirely depend- 
ent upon the economic limitations 
of the neighborho.d in which a 
dealer is located 

This is the opinion of Charles P 
Kale, general manager cf Yeat- 
man’s, Clarendon, Va., whose 16 
years of experience in the hard- 
ware field and observation of 
trends in hand and power tools 
give special weight to his words 

“It is unbelievable what a tre- 
mendous fascination the workshop 
holds for a great many men,” ex- 
plained Kale, who estimates that 
Yeatman’s does a $2,000 monthly 
volume in power tools. “It is a 
fascination that grows with pro- 
ficiency in workmanship. A man 
may start with a 7-inch saw, and 
the next time he comes in he will 
want a bigger and better saw. He 
will keep adding other power 
tools as he gains more experience 
In my opinion, the opportunity for 
sales of power tools is almost un- 
limited.” 

But Kale condi- 


added these 


Prominently displayed and advertised 
and handied by fully-trained salesmen, 
power tools and accessories account for 
a $2,000 monthly volume for this store 


tions: a dealer must know what 
he’s talking about when selling 
power tools, and he should handle 
a good, reliable line of tools. Good 
displays are a must, and continual 
promotion through direct mail and 
personal contact helps to kee; 
volume climbing. Kale cited a 2( 
percent increase in power toc 
volume at Yeatman’s for 1950 

“With all people power-minded 
these days, a dealer will find a 
good market whether he carries 
an inexpensive, medium-priced o 
expensive line,” Kale said, “fer 
the workshop appeals to all men 
regardless of their financial « 
cumstances.” 
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Yeatman’'s devotes four tables 
and gives floor space to table 
bench and floor models of dril! 
presses, bandsaws, lathes, joiner 
anders, shapers, jigsaws and 
bench saws in a variety of size 
They carry a complete line « 
motors, and stock a wide vari« 
of hand drills in kits 

Four men, including Manage 
Kale, staff the department. Two 


outside salesmen promote and se!! 
power along with builde 
hardware 

In introducing a new employee 
Kale first plac« 
catalog in his hand 
advising him to famil 


tools 


to powel! tools 
the factory 


for study 
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Charles P. Kale, manager of Yeatman’s shown here demonstrating a 
drill press to a customer, gives ample attention to power tools in the 
store’s promotional efforts. He takes advantage of the fact thet “the 
workshop holds a tremendous fascination for a great many people.” 


iarize himself with the power tools 
in the department, what 
used for, how each operates, and 
how to make adjustments with 
knobs and levers. A young ap 
prentice who has had vocationat 
training or shop experience is ideal 
material and a preferred applicant 
under normal conditions. The 
labor shortage today, however, 
precludes such a selection 

A power tools library in the de- 
partment makes available to aii 
employees material they may tak= 
home for study. Kale points oui 
the monthly features on power 
tools in the technical magazines 
and urges employees to read them 
thoroughly each month 

Whenever a customer requests 
that a tool be set up in his home 
Kale makes sure that a new em- 
ployee accompanies him to see 
how it is set up and tested for ac- 
curacy and operation 

All employees attend the two 
hour instruction periods 
about four times yearly by factcry 
time, all 


each 


given 


representatives. At one 
employees attended the 10-day 
schools given by the factories, but 
since these schools have been dis 
continued, Kale makes up for them 
by giving new employees all th: 
spare time he can during mornings 
and idle periods throughout the 
day, discussing power tools, their 
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operation and application. In ad- 
dition, sales meetings are held 
weekly at which further discussion 
of new features and new power 
tools is carried on 

“We try to ground them in the 
fundamentals so that they will be 
able to talk intelligently to cus- 
tomers on power tools,” explained 
Kale. “They in turn also point out 
to the customer books on power 
tools, technical magazines and 
printed instructions with each tool 
that will help him become profi- 
cient more rapidly. And, incident- 
ally, we try to sell a power tool 
book with each unit, and salesmen 
are urged to point out the ad- 
vantages of having a motor with 
each tool. This gives the customer 
a more efficient workshop, since 
the necessity of changing the 
motor from one tool to another is 
eliminated.” 


Demonstrations Sell 


Demonstrations of portable 
saws, routers and planers are giv- 
en by factory’ representatives 
twice yearly at Yeatman’s, usually 
in February and September, to 
which foremen and superintend- 
ents of builders and contractors 
are invited. Attendance at demon- 
strations is generally about 35 


Substantial sales always follow 


Undoubtedly, demonstrations 
lead to an undetermined future 
volume, according to Kale 

Two outside salesmen call on all 
builders and contractors and 
demonstrate portable saws, joiners 
or planers. When a builder or con- 
tractor becomes interested, they 
leave the equipment with him for 
closer examination and trial, and 
call again the next day. A catalog 
is always left with him. Wherever 
they see a building going up, or 
any construction in process, the 
salesmen approach the superin- 
tendent on the job with their 
portable power tools 


Display Important 


Good displays, too, are vital to 
good volume in power tools, and 
Yeatman’s has one complete win- 
dow display of power tools in the 
Fall, when men are drawn from 
their yards and gardening to the 
indoors for house repairs and re- 
modeling. The window display will 
include a saw, drill press and 
joiner. However, throughout the 
year, Yeatman’s keeps power tools 
before the public eye by having at 
least one power tool displayed 
along with hand tools or hard- 
ware, The window is varied every 
third week. 

Direct mail, newspaper and 
radio give due promotion to power 
tools along with other merchan- 
dise. Some 6,000 postcards are ad- 
dressographed and sent out on 
alternate months to home-owners 
in Fairfax and Arlington counties, 
and power tools share in this 
regular promotion. Any factory 
literature on new tools or new 
features also is stuffed into the 
monthly statements sent to cus- 
tomers 

Newspaper ads in the county 
papers and daily spot announce- 
ments on the local radio station 
further call attention to power 
tools 

Yeatman’s makes every effort to 
satisfactorily handle repairs on 
power tools bought from them 
Guaranteed 90 days, the tools 
seldom raise difficulties even be- 
yond the warranty period 

Kale had few instances to recall 
but did cite a saw with a cracked 
housing he was called upon to re- 
pair. He ordered the part from the 
factory, put it in for the customer, 
and made a charge of about $2 

“The repair calls have been so 
few and far between, that it is 
very likely many customers do 
their own repairs, since a man who 

(Continued on page 61) 
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Gilbert Maloy care- 
fully letters signs on 
the balcony of the 
Pocahontas store 
to point up seasonal 
merchandise. Many 
items, including 
seeds (below), have 
developed into im- 
portant volume- 
builders through the 
Maloy promotional 
activities. Signs and 
letters, the owners 
believe, put the pub- 

in a “buying 

mood” 





They’re building 
business by -- 


Selling with Signs 


Pte ss! ; f peneeke-y “sign-and-letter happy” 
—and they adinit it at the 

Maloy Hardware & Trading Co., 
two thriving hardware stores op- 
erated at Pocahontas and Walnut 
Ridge, Ark., by Carl and Gilbert 
Maloy, brothers. Signs, made in 
their stores, and chatty letters, 
produced on their own mimeo- 
graph machines, promote seasonal ‘ 
items the year-round and give 
customers ideas for buying 

These two dealers have used 
their signs, letters and promotional 
ideas to build two successful hard- 
ware stores. “We believe that the 
same promotions that work profit- 
ably in the big cities work equally 
well in the small ones,” said Gil- 
bert, who manages the store at 
Pocahontas. “Good signs pay just 
about any dealer who uses them 
I mean good signs, though. That 
does not include carelessly-lettered 
signs that are made by an amateur 
a : — cannot handle an ase brush 
! rears » ut a neat sign that has some- 
thing to say will get attention.” 
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The balcony of the Pocahontas 
store has been turned into a sales 
promotion department for both 
stores. Here, Carl Maloy, an ex- 
pert sign painter, makes the signs 
for both stores. Here also is one 
of the two mimeograph machines 
that turn out letters that sell 
merchandise 

The sales promotion department 
on the balcony is worth far more 
in extra volume than if it were 
used for storage of merchandise, 
Maloy said. A long table is pro- 
vided here for sign-painting. Sup- 
plies are kept in a small storage 
cabinet. The mimeograph machine 
occupies another corner. When 
the two brothers are not needed on 
the sales floor or at the Walnut 
Ridge store, they usually can be 
found on the balcony, producing 
signs and letters 

Using the air brush and bright 
colors, Maloy makes sigr.s to use 
as streamers across tle front of 
the store and to point up seasonal 
items inside. During the spring 
and summer, and even late into 
the fall, baby chicks are one of 
the fastest selling items in the 
stores. Poultry supplies, seeds, 
plants, dairy supplies, and butch- 
ering items also enjoy a healthy 
volume. 





Goldfish, given free with every 
dollar purchase, are promoted 
with hand-lettered signs 


Maloy makes the big, bright 
signs tell his brief story for what- 
ever item is being promoted. Car] 
Maloy does most of the painting, 
but Gilbert also can use the brush 
skillfully 


Pratt Steele 


MALTBY BROTHERS HDW. 


101 East Second 
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Dick Chambers 


Phone 798 


When prices are used on the 
signs, provision is made for easy 
changing. This is important when 
prices are lowered at the end of 
the season. The baby chick sign, 
for instance, is changed often, 
starting with the top price. “Pro- 
moting baby chicks with big signs 
out front results in traffic through- 
out the store,’ Maloy said. “We 
seldom sell chicks in any amount 
without selling brooders, feeders, 
and other items.” 

The mimeograph machines are 
used by the entire personnel 
Every employee has acquired 
some skill in cutting stencils or 
running off the letters. About 
2,000 letters are made at a time 
Sometimes, instead of letters, the 
run is an illustrated circular, pro- 
moting seasonal items also. These 
are used as package stuffers, and 
every wrapped package contains 
one. Written in a breezy style, 
with letters signed by Carl Maloy, 
the mimeographed stuffers and 
mailing pieces prove about the 
least expensive advertising medi- 
um the store has ever used 

The fronts of the stores are 
never without signs promoting 
some item designed to attract traf- 
fic. From January until fall, for 
example, seeds also are displayed 
out front in bushel baskets, as 
well as in bins and package stands 
just beyond the display windows 
Seeds and growing plants are im- 

(Continued on page 61) 
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‘Let’s Get Acquainted’ Idea 
Helps Sales Volume ... . 


I ORDER to help create the “per- 
sonal relationship” that many 
customers prefer in the firms with 
which they do business, Maltby 
Brothers Hardware, Bartlesville, 
Okla., recently won attention with 
a newspaper ad entitled “Let’s Get 
Acquainted,” which presented the 
store personnel in cartoon form. 

Customers like to shop where 
they can call stcre personnel by 
name, owners of Maltby Brothers 
Hardware believe, for they feel 
that a closer bond exists and that 
they will receive better treatment 
by the store. 

Getting acquainted is one of the 
oldest proven methods of building 
a sound business and a large num- 
ber of repeat customers, the own- 
ers believe, and the recent ad- 
vertisement was used to help 
prospective customers become ac- 
quainted with members of the 
store 
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A Report on the 
STEEL OUTLOOK 


By J. V. Heneycutt 





T° CONNECTION with the subject 
of the steel supply one thing is 
been greater 
Steel 
is pouring from the furnaces at 
an unprecedented rate, in excess 


clear: it has never 
in the history of our nation 


of 2,000,000 ingot tons weekly 
Production has exceeded 2,000,000 
tons for 37 weeks of the 47 weeks 
so far this year 

I estimate available steel supply 
will total in excess of 80,000,000 
tons in 1951. I think of steel sup- 
ply in terms of finished steel-struc- 
tural shapes sheets, pipe, castings, 
rails, bars, plates, wire and wire 
products, etc. It is measured in 
the tons of steel that are bought 
and sold and for which under the 
present Controlled Materials Plan 
allotments are issued by the N.P.A 
These product tons in excess of 
80,000,000 are the result of being 
able to produce approximately 
105,000,000 tons of ingots and in 
addition approximately 2,000,000 
tons of steel for castings in 1951 

It is my estimate that there will 
be approximately 88,000,000 prod- 
uct tons available in 1952, starting 
with about 21,000,000 product tons 
in the first quarter and increas- 
ing each quarter as the year pro- 
gresses The figure of 88,000,000 
product tons in 1952 is based on 
approximately 113,000,000 tons of 
ingots plus approximately 2,500,- 
000 tons of steel castings. At the 
conclusion of the present expan- 
sion program in 1953 there will 
be about 120,000,000 ingot tons 
for steel products which will yield 
90,000,000 tons of finished steel 


products, and in addition there 
will be 3,000,000 tons of steel cast- 
ings, making the total net steel sup- 
ply 93,000,000 tons 

In the all-out war of 1944, a 
total of 69,376,000 product tons 
were produced. In 1951 the ship- 
ments will be approximately 11,- 
300,000 product tons in excess of 
this figure. 

As we see it, the needs of the 
steel-consuming industry divide 
into two segments—military and 
civilian... . 

We have just finished carefully 
surveying our order books, which 


are now filled for the month of 
January 1952, and find that the 
orders with military allotment 


symbols totalled approximately 
7.8° of the totai tonnage accepted 
for delivery in that month. I do 
not know the composite picture 
for all members of the stee] in- 
custry, but with the varied steel 
products made by Bethlehem, it 
is reasunable to assume that our 
order acceptance of the military 
is probably proportionate to that 
of the industry. Thus it is ap- 
parent that real demand of the 
military, as evidenced by orders 
placed, is far less than the stated 
requirements as projected for the 


first quarter and less than the al- 
lotments granted 

The matter of furnishing steel 
for the shell program is an ex- 
ample. We find that we were able 
to secure orders for only 60° of 
the tonnage of shel! steel we were 
directed to produce in the month 
of January. The other 40° of the 
steel tonnage reserved for the shell 
program has not materialized in 
the form of purchase orders 

The so-called civilian demand 
is the result of the addition of 
many thousands of “requests” or 
“stated requirements.” 

Our major concern is to obtain 
a realistic figure of demand. The 
“requests” or “stated require- 
ments” do not provide this real- 
istic figure and, therefore, it is not 
a sound basis for the appraisal 
of rea] demand 

Under the Controlled Materials 
Plan a system of steel rationing 
is in operation. It has been our 
observation that once the consumer 
has been given an allotment of 
steel, every effort is made to place 
orders on the mill. The steel may 
not be as urgently needed as orig- 
inally contemplated when the 
stated requirement” filed, 
but the buyer cannot bring himself 


was 





Steel is the all-important factor in determining 
the prospects for supplies of mest “consumer dur- 
able goods.” In the accompanying article are given 
the most pertinent portions of an authoritative 


statement made 


before a Senate Committee in 


Washington in early December by Mr. Honeycutt, 
whe is an executive of Bethichem Steel Co. In con- 
trast with the arguments advanced by NPA offic- 
ials, Mr. Honeycutt says in effect that there would 
be plenty of steel teday for all military and im- 
portant civilian needs if it were not fer the arti- 
ficial demands created by government controls. 
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to give up his ration ticket because 
he is not certain as to whether or 
not he will get his share of ration 
tickets in the next quarterly peri- 
od. With this government ration- 
ing system in effect and knowing 
little of what the future holds 
with respect to ration tickets, the 
buyer feels obligated to secure the 
steel at once even though later 
delivery might be in time for his 
requirements. 

We think today that sugar is in 
adequate supply. If an announce- 
ment was made today that sugar 
would be rationed and that start- 
ing next Monday only the buyers 
with ration tickets could secure 
sugar, there would be created a 
demand for sugar far exceeding 
the supply. Once the ration tick- 
ets had been issued, buyers would 
continue to use their ration tickets 
for sugar regardless of their real 
needs. We find this is exactly what 
is happening in steel today 

The Controlled Materials Plan 
perpetuates the idea of rationing, 
and, until it is revoked, the re- 
lationship of demand and supply 
will not find its practical level 

Mr. Grace made the statement 
recently, “In our business we have 
a feeling we will have to find cus- 
tomers for our products before 
long. I expect this to be evidenced 
before the end of 1952. We know 
there is not the kind of steel de- 
mand now for war goods that there 
was in World War II.” 

As previously mentioned, I es- 
timate that a supply of 80,600,000 
product tons is available in 1951. 
The figures released by the D.P.A. 
earmark approximately 4,000,000 
tons for the military in the last 
six months of 1951 and, estimating 
military in the first half at 2,000,- 
000 product tons, there is available 
a total of 74,600,000 product tons 
for all other consumption. I would 
like to point out that the total 
product tonnage available for all 
uses in 1950 was slightly less than 
this—73,800,000 product tons. 

Looking ahead to 1952 with an 
estimated 88,000,000 product tons 
available, deducting 10,000,000 
tons for the military needs (and I 
think this is liberal) would leave 
78,000,000 product tons for all 
other needs. . . 

I will deal specifically with sev- 
eral of the major products. 

In our study of the demand sit- 
uation we find the following with 
respect to fabricated steel for con- 
struction. 

Structural 
fabricating 


Steel 
industry order 


Shapes. The 
book 


backlog as reported by the Amer- 
ican Institute of Steel Construc- 
tion has been steadily decreasing 
since the month of April. .. When 
we examine the industry's month- 
ly bookings we find that actual 
orders placed for fabricated struc- 
tural steel in the month of October 
are less than 50% of the orders 
booked in January, 1951. Monthly 
bookings by the industry since 
January have shown a consistent 
trend downward. . . 

It is difficult, therefore, to rec- 
oncile our experience and the ex- 
perience of the members of the 
American Institute of Steel Con- 
struction with the statements that 
the requirements for construction 
for the 4th quarter of 1951 were 
more than twice the available ca- 
pacity and that the overall demand 
for structural shapes was 223° 
of supply. With a decrease in 
structural fabricating activity a- 
head of us as evidenced by the 
decreasing backlogs, decreasing 
monthly bookings and decreasing 


volume of inquiries, we come to 
the conclusion that our structural 
mills will not have sufficient or- 
ders to support full operations 
through the second quarter of 
1952... 

Cold Rolled Sheets are used 
principally for automobiles, house- 
hold appliances( such as washing 
machines, refrigerators, ranges) 
containers and contractor's prod- 
ucts such as air conditioning ma- 
chines, refrigeration, etc. The sup- 
ply of cold rolled sheets for 1951 
was increased materially by the 
use of finished conversion steel 
estimated to be as high as 20,000 
tons monthly. . . As we face 1952, 
we find little desire on the part 
of the consumers to continue ar- 
rangements for the production of 
cold rolled sheets from conversion 
steel. This is understandable be- 
cause the curtailment on the man- 
ufacture of passenger automobiles 
and consumer durable goods has 
removed a considerable tonnage 

(Continued on page 62) 


Mardware Groups to Meet 
at Palm Beach in April 


ry He 1952 Jornt convention of the 

Southern Wholesale Hardware 
Association and the American 
Hardware Manufacturers Associa- 
tion will be held at Palm Beach, 
Florida, from April 6 to 10. First 
announcements of the convention 
plans were mailed by both associa- 
tions to their members on Decem- 
ber 15. 

This will be the fifth joint con- 
vention of the two associations to 
be held in Florida's Golden Coast 
resort, starting with the golden 
anniversary convention of the 
Southern group in 1940. 

The same hotels will house the 
convention as heretofore. Head- 
quarters will be at the Palm Beach 
Biltmore, where business sessions 
will be held and all convention ac- 
tivities centered. The Whitehall 
and the Mayflower hotels will al- 
so help take care of the convention 
crowd. 

The Biltmore and the Whitehall 
will operate on the American plan 
only (room and meals) with rates 
the same as at last year’s conven- 
tion, The Mayflower will operate 
on the European plan only, with 
an arrangement whereby May- 
flower guests who so desire can 


get their meals at the Biltmore 
at a special convention rate. The 
three hotels are closely adjacent 
to one another, on the Lake Worth 
water front. 

Requests for hotel reservations 
should be mailed direct to the ho- 
tel where rooms are desired. This 
is in contrast to last year’s plan, 
wherein the Biltmore served as a 
clearing house.in handling all ho- 
tel reservations. 

The advance registration plan 
will be used as before, and advance 
registration directories will be a- 
vailable on Sunday, April 6. On- 
the-spot registration of members 
of the two associations will start 
that day, and non-member regis- 
trations will start the following 
day. First business sessions will be 
on Monday, April 7. The conven- 
tion will close on Thursday, April 
10. 

The convention committee, in 
charge of general convention ar- 
rangements, includes Fred C. 
Barksdale, president, and T. W. 
McAllister, managing director, of 
the Southern Association, and 
Richard L. White, president, and 
A. L. Faubel, secretary, of the 
Manufacturers’ Association 
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By Stuart Covington 


STORE - WIDE merchandising 
program designed to create 
sales opportunities has resulted in 


more purchases per customer and 
a greater sales effort by personnel MODERN 
at the McGee-Ross Hardware Co., 
Jackson, Tennessee 
Secretary-treasurer W. C. Mc- 
Gee, who operates the business in SALES 
partnership with Hugh C. Ross, 
president and general manager, 
and Spencer Truex, vice president, 
believes that the store’s stiffest METHODS 
competition comes not from other 
local hardware stores, but from = 
the large mail order houses, one cf / : 
which has a retail establishment < 3) 
near the MeGee-Ross store. While ~~ * 

. Fan ~/ 
McGee-Ross cannot in every in- “> ; 
stance match the prices of this a 
store, it does try to offset this com- »t 
petition by arresting displays and 
modern merchandising methods S 

An outstanding example of this LS SR 
program is in the china and gift 
department which is located in a 


large alcove at the rear of the here 8 a@ selling program 
store. Since this department can- 
designed to create business 


not be seen readily by customers 
upon entering the store, one or 
more island displays of china and 
gifts are maintained in the main 
store to attract attention. Cus- The first display encountered in eight in china and crystalware 
tomers interested in these displays this department is a large round This is known as the “bride's 
are directed to the china and gift table. Properly arranged on the table.” The service displayed rep- 
section table is a complete service for resents a pattern selected by a 
local bride-to-be. A card placed on 
the table bears the name and ad- 
dress of both the bride and the 
groom, and also lists the number 
of pieces already sold 

We feel that by properly dis- 
playing the pieces in their natural 
setting, they will attract more at- 
tention and appeal to more pros- 
pects than if they were merely ar- 
ranged on a counter or shelf,”’ Mc 
Gee explained. “We also list the 
groom's name, because he, too, 
may have friends who wish to buy 
him a wedding gift.”’ 

As a result of this attractive 

(Continued On page 64) 


Mrs. Harris is able to determine 
immediately for a customer 
whether a bridal service has 
been completed or what pieces 
are missing. Information is 
maintained in the department's 
alphabetical card file 
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The Outlook for Supplies 


TILL GENERAL hardware lines 
be in plentiful supply during 
will the ex 


absorb 


the coming year? Or 
panding program 
© large a portion of our metal sup- 
plies that production of “consum 


defense 


er durable goods” must be cur 
tailed substantially—with a _ re- 
ultant scramble to maintain 


wholesale and retail inventories? 
The immediate 

concern to the hardware trade be 

must be 


question is of 
cause buying policies 
geared to the outlook for supplies 


of merchandise—and, to some ex 


tent, to the probable trend of 
price 
50°. Steel Cutback 
Anyone whose thinking is in- 
fluenced primarily by a study of 


and accompanying 
pre releases issued by the Na 
tional Production Authority in re 


the regulation 


cent weeks would regard the out- 
look as very gloomy indeed. For 
these regulations call for a 50* 


base period in 
steel in the 


reduction from the 
the consumption of 
production of most consumer goods 
in the first quarter of 1952, and a 
much more drastic cut in the use 
of copper and aluminum 

To determine the outlook for 
1952, comments have been invited 
from a number of manufacturers 
of hardware and allied lines, and 
will follow this summary of the 
situation. This editorial analysis 


52 


however, is based primarily on 
authoritative information received 
from other sources as well as on a 
careful study oblems of sup- 
ply and demand 

The basic problem concerns the 


of pi 


defense program and its demands 


on our metal suppli 

The outcome of the negotiations 
in Korea may have little bearing 
on the ituation. Whether the 


‘police action” continues there o1 


is followed by an uneasy truce, it 


i generally assumed that ou 


military preparedne program 
will be continued—not as planned, 
for it is now far behind schedule, 
but probably at a steadily acceler- 


The lag in the defense 
as been due largely to 
continued rapid improvements in 
our principal weapons of war 
Plane and tank designs of only six 
months today; 
which explains the reluctance to 
tandardize on 1951 designs and 
tart mass production programs 

progress of 


ated 
program | 


rate 


ago are obsolete 


Irrespective of the 
the defense program, the basic fact 
remain that military demands 
cannot be expected to cut so deep- 
lv into our available supplies of 
teel, aluminum and other 
materials as they did in the years 
immediately following Pearl Har- 
bor 

Some recognized authorities say 
there would be plenty of steel to- 
day for all military and essential 
civilian production if it were not 


some 


for the artificial demands created 
by governmental restrictions. For 
under the CMP program there is a 
general tendency to ask for larger 
allotments of metals than will be 
needed, as a safeguard against a 
possible scaling-down by NPA of 
the quantities requested. There is 
no penalty for making excessive 
demands 


Steel Expansion 


An important factor in the 
equation is the recent and current 
rapid expansion of our steel pro- 
facilities. 1951 production 
was approximately 20‘ 
greater than in 1944, the peak 
vear of the war effort, and there 
will be a further substantial in- 
crease in production capacity, of 
perhaps 12 to 15 percent, during 
the next two years 

And, too, military demands on 
our steel supplies are far below 
what they were during the years 
of World War II. For one thing, 
there was a tremendous ship- 
building program then; while we 
have nothing of that kind today, in 
progress or in prospect 

For a considerable period dur- 
ing World War II substantially 
more than one third of all our 
available steel was being used in 
the war effort. In striking contrast 
no more than about 10% to 12° of 
our current steel supply is being 
used in the defense program. 


duction 
of steel 
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Accordingly, regardless of cur- 
rent CMP allotments, some lead- 
ing manufacturers of hardware 
products do not seem to think 
their 1952 production programs 
will be seriously affected by steel 
shortages. For while the general 
industry reductions in CMP allot- 
ments are widely publicized, usu- 
ally there is little publicity when 
manufacturers get some _ relief 
from NPA. 

The aluminum situation, too, is 
by no means so gloomy as it is fre- 
quently pictured Tremendous 
quantities of aluminum are re- 
quired in the defense program 
and, particularly, in the construc- 
tion of a modern bomber, which is 
more or less armor-plated with 
aluminum. But the production of 
aluminum has been and is being 
increased so rapidly that some 
manufacturers of hardware prod- 
ucts expect by the end of the cur- 
rent year to be getting about all 
the aluminum they need 


Copper Shortage Acute 


The copper situation, however, 
is another story. Production could 
not be increased to take care of 
military and essential civilian 
needs. In consequence, there is an 
acute shortage of copper which is 
expected to get worse as the 
months go by. 

The probable result of all this on 
production of hardware lines may 
be visualized by a quick glance at 
a product—screen cloth—in which 
all three CMP products—steel, 
copper and aluminum—are used. 

Despite the shortages of zinc, 
screen cloth manufacturers seem 
to be doing a pretty adequate job 
of taking care of the demand for 
galvanized screening at present, 
though it is possible that supply 
will exceed demand later in the 
year. Anyway, there seems to be 
no immediate problems here so far 
as steel is concerned. 

Because of the acute shortage of 
copper, however, it is expected 
that the production of bronze 
screen cloth will have to be cut 
drastically during 1952 and the 
supply will be far below demand 
But aluminum screening is a very 
satisfactory substitute for bronze 
and screen cloth manufacturers 
have been receiving liberal allot- 
ments of aluminum from the NPA. 
As a result, greatly increased pro- 
duction of aluminum screening, as 
compared with prewar, may make 
up for the forced reduction in 
bronze. 


Also, plastic screening has come 
into the picture in recent years 
The performance of plastic cloth, 
generally, has been quite satisfac- 
tory—and there is no apparent 
shortage of this material 

Any products in which copper is 
an important component may be 
expected to be in short supply 
during 1952. Among such products 
is ammunition. Production of both 
shotshells and metallic cartridges 
may have to be reduced substan- 
tially this year because of short- 
ages of both copper and lead 

As for hardware lines in general 
other factors must be considered 
iside from the probable produc 
tion of such lines during 1952 
Among such factors are current in- 
ventories, both wholesale and re- 
tail, and the extent to which the 
heavy buying of recent years may 
have satisfied consumer demands 

The buying of “consumer dur- 
able goods,” in particular, has been 
very heavy since the end of World 
War II. In actual physical volume, 
hardware sales since the war have 
been running at about double the 
prewar rate. This means that the 
accumulated shortages of the war 
years have been pretty well sup- 
plied. Then, after the Korean 
“police action” started in 1950, 
there was an inventory-building 
boom for several months, with 
such heavy buying that both 
wholesale and retail inventories 
were built up to levels far above 
normal. 

But the _ inventory - building 
boom subsided during the early 
months of 1951. Since then the 
buying of hardware lines in gen- 
eral has been down to a reason- 
ably normal level. Wholesale and 
retail inventories have been re- 
duced—but perhaps, on the aver- 
age, are still some 15° to 20% 
above the level of a year ago 

Current inventories, while still 
above normal, are no doubt un- 
balanced. In the case of hardware 
dealers who handle “big ticket’ 
merchandise, it is quite possible 
that many still have excessive in- 
ventories of major appliances, with 
inventories of general hardware 
down to a normal or sub-normal 
level. 

To sum up, the present prospect 
as this is written, in mid-Decem- 
ber, is that most hardware lines 
will be in reasonably adequate 
supply, at least during the first 
several months of 1952. The ex- 
ceptions are products in which 
copper, lead and zinc are used— 
and in such lines, production will 
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probably have to be at a greatly 
reduced rate as compared with the 
last year. As for aluminum prod- 
ucts, any shortages here will 
probably be wiped out by the end 
of the year, as new aluminum 
production comes into the picture 

Consumer demand probably will 
continue at a high level during 
1952, since the expanding defense 
program should provide reason- 
able assurance of continued gen- 
eral prosperity 

Another factor in the equation 
is the probable price trend during 
the coming months. If there is an- 
other round of general wage in- 
creases, as seems probable at the 
time this is written, prices will 
have to be advanced all along the 
It is folly to think, as some 
of ‘the long-haired economists in 
Washington apparently do, that 
wages can be increased substan- 
tially without any resultant in- 
crease in prices. And the expecta- 
tion of general price increases 
could conceivably bring a wave of 
speculative buying similar to the 
inventory-building boom of a year 
ago. 


line 


Following are manufacturers’ 
comments on the supply situation 
for 1952. Others indicated in their 
replies to the inquiry that the un- 
certainties of the situation made it 
impossible for them to make a 
statement for publication at this 
time. 


x** «* 


IN OUR FIELD, anyone who makes 
a firm prediction beyond the first 
quarter of 1952 should have his 
head examined. It seems reason- 
ably safe, however, to look ahead 
three or four months 

There should be some easing in 
the supply of the lighter fastener 
sizes due, largely, to the forced 
curtailment of the production .of 
automobiles, refrigerators, etc. On 
the other hand, there certainly is 
no relief in sight for heavier prod- 
ucts made from open hearth bars 
I am referring generally to bolt 
and screws larger than %” diam- 
and cold punched or semi- 
finished nuts in the comparable 
size range. Here the demand 
should increase, if anything, and 
there seems to be no early chance 
of improvement in the steel pic- 
ture so far as bars are concerned 
—Harry O. McCully. Vice Presi- 
dent in Charge of Sales, Russell. 
Burdsall] & Ward Bolt and Nut 
Co., Port Chester, N. Y. 


eter 
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WITH THE cUTS in manufactur- 
ers’ allotments of steel, copper and 
aluminum, it appears certain that 
anything made largely of metal is 
going to be somewhat scarcer by 
spring. Power lawn mowers are 
recognized as essential to maintain 
standards of living and property 
values, but in spite of recognition 
of the industry as essential, cut- 
backs in the use of steel, copper 
and aluminum have been serious 
The demand remains high, and it 
is certain that there will be the 
usual shortage of name brand 
power lawn mowers during the ac- 
tive 1952 spring season.—Sam 
Briggs. Vice President, Lawn 
Mower Division, Reo Motors, Inc.. 
Lansing. Mich. 


x~* * 


WE EXPECT A year of good de- 
mand for all of our products. We 
think it likely that during the 
second half of the year steel prod- 
ucts will probably be in better 
supply, but this may be the result 
of further improvement in our 
control system. We certainly see 
no reason for an over supply of 
any of our type of materials in the 
immediate future. Any slowing 
down in the demands of the de- 
fense program should be more 
than offset by the needs of regular 
customers, practically all of whom 
are getting less than they would 
like to have and in many cases, 
less than it takes to keep their own 
operations going at a satisfactory 
rate —C. F. Williams. General 
Manager of Sales, Atlantic Steel 
Company. Atlanta, Ga. 


x* * * 


WITH THE acTUAL CMP allot- 
ments for the first quarter of 1952 
now in the hands of manufactur- 
ers, we are quite certain of the 
limitations to be imposed by the 
NPA in the output of consumer 
durable goods for the first three 
months of next year. Forecasts 
which have been made by NPA of- 
ficials in Washington indicate that 
there will be very little relief in 
the second quarter of the year and 
perhaps on certain metals even 
more stringent restrictions may be 
expected. 

Thus, looking forward to the 
first half of the coming year, it is 
quite probable that electric ap- 
pliances and housewares in gen- 
eral will be in considerably small- 
er supply from the manufacturers 
than in either the first six months 
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or the last six months of the past 
year. 

This is particularly true of prod- 
ucts which require copper, alum- 
inum, or nickel. We have hopes 
that aluminum in the latter part 
of 1952 will be in more free sup- 
ply, but it is very doubtful that the 
copper and probably the nickel 
situation, will improve in any way 
throughout the entire new year. 

While it is true that because of 
large inventories and substantial 
production during the past year, 
appliances and housewares have 
been and still are in ample supply 
at the dealer level, we are of the 
opinion that such merchandise will 
become progressively in short sup- 
ply from month to month in 1952 
—B. C. Neece, Vice President. 
Landers, Frary & Clark, New 
Britain, Conn. 


x*x*« * 


THe LuMITE DIVISION manufac- 
tures a plastic screen cloth 
which is woven from a vinylidene 
chloride filament known by the 
trade name of “saran.”’ The avail- 
ability of this screen cloth, then, 
depends on our ability to obtain 
sufficient supplies of saran fila- 
ment, as well as the facilities avail- 
able for weaving. There is alsoa 
third factor which, to date, has 
been significant, but not so great 
as to curtail, to any major extent, 
civilian consumption. This, of 
course, is the past and continued 
requirements of the nation’s armed 
forces. 

Up to the present time, we have 
been able to supply our whole- 
salers and manufacturers with 
their requirements on a fairly good 
delivery basis. It is my feeling 
that, although the delivery date 
may have to be stretched during 
the first quarter and possibly the 
early part of the second, we should 
be able to supply our customers’ 
demand.—William Volk, Sales 
Manager, Lumite Division, Chico- 
pee Manufacturing Corporation of 
Georgia, New York, N. Y. 


x** * 


ALL OF THESE products (poultry 
netting, hardware cloth, industrial 
wire cloth and wire strand) go to 
the trade galvanized, and some of 
them require a great deal of zinc in 
the manufacturing process. The 
zine situation has been very tight 
for the past six months, and it was 
expected that allocation and its 
curtailed use by the automotive 


industry would bring about relief 
for those using the metal for 
galvanizing 

The situation for December was 
the worst it has been in the last 
six months, and we see little re- 
lief in sight. The allotments of 
steel for wire products under the 
M-6A order, we believe, will be 
sufficient to meet mill require- 
ments and for products requiring 
a small amount of zine such as 
galvanized wire strand. 

Before poultry netting will no 
doubt be in sufficient production to 
somewhere near meet the require- 
ments. Galvanized after netting 
and hardware cloth with heavy 
zine coating will, without question, 
be in short supply if the zinc short- 
age continues.—George F. Wright. 
President, G. F. Wright Steel and 
Wire Co., Worcester, Mass. 


x«*«* * 


THE BIG PICTURE seems to be 
this: Steel supply will improve 
over 1951, with the possible ex- 
ception of galvanized products. 
Copper will continue in short sup- 
ply. Aluminum will be tighter dur- 
ing the first part of 1952, but 
should ease some during the last 
half of 1952. Non-metal building 
materials will be available for all 
building permitted under current 
regulations. In general, there will 
be a decline in non-defense con- 
struction which probably will help 
counteract some material short- 
ages. 

Knowledge of government regu- 
lations, DO ratings, and allotments 
will be of prime importance in 
1952 for contractors, architects, 
and building supplies dealers. 
Many of the essential building 
items are “controlled materials.” 
By using ingenuity architects and 
builders can adapt their plans to 
conform with limits of the regula- 
tions. By using the allotment 
symbols provided, they can obtain 
the necessary materials. 

Until the issuance of NPA 
Order M-89, dealers who depended 
on jobbers for supplies had no pri- 
ority assistance in replacing their 
stock of some items. Now, how- 
ever, dealers can give DO ratings 
or allotment symbols on orders for 
replacement stock based on a per- 
centage of the amount purchased 
during the base period, 1950. Deal- 
ers should learn about them and 
use them. They can easily mean 
the difference between profit and 
loss in 1952.—D. F. Scales, General 
Sales Manager, Southern States 
Iron Roofing Co., Savannah. Ga. 
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The attractive display room, 
once a streetcar, is 
roomy enough for customers to 
enter and closely inspect the 
wide selection of appliances on 
display. At least one of each 
appliance sold is shown at all 
times 


A remodeled 
street car is 





Solving a 
Space Problem 


By William Bettenhorn 


SMALL STORE with limited 

facilities for display is no 
great worry for Hubert C. Hove- 
kamp, owner of Hovekamp Hard- 
ware Company, Newport, Ky 
Though his store provides only 
450 square feet of floor space, 
Hovekamp manages to maintain 
an inventory of some 15,000 items 
and has built up a substantial busi- 
ness partially as the result of an 
unusual display device which has 
attracted customers to his store 


When the business was estab- 
lished, Hovekamp managed to 
find methods for displaying the 
small items satisfactorily, but 
bulky items such as major appli- 
ances, lawn mowers and television 
sets posed a considerable problem 
Consequently, Hovekamp put his 
ingenuity to work and arranged 
to display these large items in a 
street car—a discarded one, that is 

While searching for a means of 
displaying major _ appliances, 
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Hovekamp learned that the local 
transportation company had put 
up for sale a number of old street 
cars. He purchased one of these 
and had it remodeled completely 
Hovekamp had purchased the 
vacant lot which was adjacent to 
his store and the street car was 
located there—as a supplement to 
the main store. Residents of the 
neighborhood objected to the idea 
at first, but Hovekamp landscaped 


his new property and remodeled 
the street car so attractively that 
complaints were quickly with- 
drawn 

In this unusual “showcase” 
Hovekamp displays refrigerators 
gas and electric stoves, washing 


machines, television sets and other 
appliances. A sign in one window 
of the street car directs customers 
desiring to make a purchase to 
visit the main store next door. So 
far the results have been entirely 
satisfactory, Hovekamp says 
While Hovekamp has managed 
satisfactory displays in the limited 
space available in his main store 
it has been necessary for him to re- 
sort to ideas not found in 
more conventional stores. For ex 
amble, wall shelves were designed 
to fit specific merchandise. Shelves 
are not quite as deep nor as high 
as in larger stores and the spacing 
is not uniform. Some sections have 
more shelves than others. Hove 
kamp makes full use of the height 
(Continued on page 66) 


some 


The novel “display case” has a 
plate glars front. and appliances 
are easily visible to passers-by. 
Customers can enter car to in- 
spect merchandise by applying 
at the adjoining main store 
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In store's House of Plastics. 
Frank Nichols, right, shows 
customer a plastic pillow. Cush- 
ions and plastic covers for 
backs of chairs are displayed 
on an island display in the cen- 
ter of this special section 


By Warner Ogden 





HOUSE OF PLASTICS 


with shortages predicted, plastics 
can be an important source of volume 


A HOUSE of Plastics is a suc- 
cessful project for the W. W 
Woodruff Hardware Co., of Knox- 
ville, Tenn., and it promises to be 
even more successful in view of 
the predicted shortage of metal 
products 

Woodruff's had sold a scattering 
of plastic items in the housewares 
department prior to grouping them 
in one section early in 1951. Frank 
Nichols, department manager and 
buyer, explained “What im- 
pressed us in plastics was the 
large showing of plastic items at a 
housewares show. We decided to 
start a House of Plastics and carry 


























ee RR 


Plastic housewares are display 
ed in U-shaped nook. Company 
promotion points out the dura- 
bility of the line—specially good 
for use in camps, trailers, boats, 
and other vacation uses 


In another section of the House 
of Plastics, cannister sets and 
bowls are displayed. Company 
has found that a wide assort- 
ment of colors has a special 
appeal for the housewife 
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a full line of these plastic items 
“Plastics have been plentiful j ve ¥ seen sedru new. 
Deliveries have been good, and | a auc w 7s 3 


there has not been any shortage hd 
They arenes mame, || Mouse of Plastics 





| 
| 


as well as be ss expensive 
- weil - less ¢ — (A New Dream-Ware That Adds New Sparkle Te Your Home) 
More items are being introduced Re SE 
in plastic and are becoming more below are only a few of nearly 100 different items of plastic: 


popular with customers. For in- 
stance, most kitchen items and 
quite a few of the bathroom fix- 
tures are made in plastic now, in 
all colors. Perhaps our most 
popular items are cannister sets 
and bread boxes. Plastic table- 
ware also is being widely accepted 
now.” 

When Woodruff's decided to 
group plastic items in one section 
and call it the “House of Plastics,” 
the 87-year-old firm just used a 
corner of the housewares depart- 
ment, on the second floor, and 
created a new department. This 
section already had undergone a 
gradual remodeling and modern- 
izing job, and had been equipped 
with lighted wall display shelves 

These adjustable glass shelves, 
of varying widths, were especially 
suitable for plastic items, for they 
could be tailored to fit the items 








to be displayed. one — 2 
t These Plastics Spesk For Themectves 

The colors of plastics add much Se Prectical—So Durable—So Lary on the Budget ' 
to their attractiveness. They are All Come In Varcows Assorted Colors 


available in all colors of the rain- ener tes 


bow, and this factor is appealing 124 S Coy % Mouse of Plastics 
to women customers. Fixtures in Prone 4-166 S Second Fleer 


the House of Plastics section are 











given a touch of color also: the Woodruffs used this ad to announce the opening of its new House of 
cut-out letters just over the wall Plastics to its customers. The ad which stressed the practical nature 
displays are in green with silver and durability of the merchandise pictured a number of the items 


from its stock of nearly 100 different products. Located in a separate, 

7 ft blue colorful section, the House of Plastics is being widely accepted by 

ae = customers. Adjustable shelves give department an attractive, tailored 
In front of the wall displays are appearance 


edging, and the wall background is 


pyramid displays for plastic chair 
covers, mats in floral and fruit de- 
signs, shelf edging, and numerous 
other household items. The de- 
partment is U-shaped, and one of 
the short side wall displays is used 
for dishes only. A table has been 
fully set with plastic items, to 
demonstrate their attractiveness 

‘People didn't realize just how 
many items were being made of 
plastic,’ Nichols said We started 
our House of Plastics with an ad 
and got a lot of business. We sold 
merchandise we had never sold 
before.’ 

The plastics department was 
built by a member of the organiza- 
tion in a short period of time. “In 
making our displays, we placed 
fluorescent light bars over them 
Gradually we have added to the 
displays, for plastics seem to 
grow more popular every day.” 
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Company operates its own serv- 

ice equipment, right, and finds 

it an advantage in selling to 

diz wells for customers also. 

Customers favor dealers who 

handle all phases of the sale 
and installation 


Service is the 
door -opener in 





Selling 
WATER 
SYSTEMS 


a Hardware Co., of Aus- 
tin, Texas, credits its large 
water systems volume to one 
factor—service 

“Service,” said C. T. Sterzing, 
owner, “is the most important 
phase of this business.” And 


though servicing water systems 
can be a chore, he is properly 
equipped to handle all calls with 
a minimum of time and expense 
and seldom experiences any diffi- 
culties 

“To eliminate 


as many service 
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he pointed out, 
“a new water system owner is 
taught how to locate his own 
trouble and, thus, remedy the fault 
himself. Once properly installed, a 
system can be counted upon to 
give care-free service; but outside 
factors wil! develop invariably. 

“Most of our service calls are 
due to, say, an ant getting inside 
the motor housing and lodging be- 
tween the ignition points. Then 
the motor won't operate. Again, 
maybe a field mouse will get 
caught in the works just as the 
motor goes on. This wiil throw the 
mouse around inside the works 
and possibly loosen or break wires 
There is no way to overcome these 
hazards. But, if the owner is 
taught what to look for, he can 
repair the trouble. His concern is 
to get his system back in opera- 
tion, and by learning how to locate 
and remedy the trouble himself 
he saves delays and expense.” 


calls as possible,” 
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Buckeu? TAwn Mowers 


The power mower market is still expanding; but buyers 








HAND LAWN MOWERS are more selective. Deulers know that demand is rapid- 
lightened by modern alloys, ly switching from mere engines, gadgets and glitter to 
toughened by modern steels, insisten: real rmanc 
baomend 06 amy cane: an insistence on real perfo e. 
EYE Hand Mowers continue to BUCKEYE Power Mowers satisfy customers 
dominate the field by fine per- and build reputation b they bi 
formance and economical pric- modern engines, materials and design with MOWERS ~ 
ing. just es they have dene fer plenty of practical lawn mower experience. 






ey a That is why dealers find them increasingly 














aie 
profitable to handle. 
You con't offer your cus- Six wolking models; 20°, 24” 
tomers better valves. end 28° single cut; 48° cut 
Five models, eoch with with troller units. Also rid- 
many features, to fit ing models with wider cuts. 







A tine thet you con stock 
ond recommend with com 
plete confidence. 






every type of lown 
core. Be sure to ask 
for particulars 

on the BUCKEYE 
Hand Mowers. 












PLEASE 
ADORESS | 





Information 
on request 


MANUFACTURING COMPANY 
« SPRINGFIELD OoHnIo 
Ae ee oe ee ee ee ee ee 





























wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A real profit moker, a really good lown edger at last! The 
Wick Edger's new and original design mokes the cutting 
knife follow the contour of the ground so thot it will not 
dig or plow. Your customers will like the Wick Edger 
becouse it is constructed to focilitote the greatest 
eose of handling. The knife is self-odjust- 
ing and self- -shorpening, the heavy gouge 

spring steel cutting whéel and blade ore heat 
treated for long life. A 4 inch rubber tire 
guides the edger clong smoothly ond 
without strain. Approximate unit 
weight, 3 Ibs., hondle length, 48 
inches. 

















* 4, 








CHAIN STRINGER 


: | , full 60 welded link cod 
; mium ploted fitted with needle, 6 


Write tor co 


ndividuval slide hooks oe tiono 

Hmplex ENGINEERING, INCORPORATED aiianoe _— 
NEWCASTLE, INDIANA IFRABI RABILL MFG. co 938 W. ‘ Wiens St. 
e Milweu ee $. 
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When 
ing and 


Sterzing first began sell- 
servicing water systems, 
he made a mileage charge on serv- 
ice calls. “But often there was a 
disagreement over the mileage,” 
“Now we make a flat hour- 
ly charge of $7.50. The time in- 
cludes both going and coming 
And there are no complaints over 
the amount charged.’ 

In December of 1950 
began operating his own drilling 
rig. In May, he added two more 
rigs. By the middle of May, he had 
completed 17 wells 

“It is not necessary to operate 
your own drilling rigs,” he said 
“But by doing all your own work, 
you have an advantage. For in- 
stance, systems cannot be sold and 
installed until a well has been 
completed. Right now we have 24 
well-digging jobs booked ahead.” 

Having a crew of men who 
know all phases of the business 
offers still another advantage. The 
water system customer who is buy- 
ing his first unit must look to 
someone for advice. He will not 
know, for example, just what size 
pump he will need for his present 
or future requirements 

“Many factors depend on the 
flow of the well,” Sterzing pointed 
out, “and the depth of the well in- 
troduces another factor to be con- 


he said 


Sterzing 


sidered.” 
Many 
have to 
system 
torily 


well will 
before a 


times an old 
be cleaned out 
can be installed satisfac- 
“In this case,” Sterzing 
said, “without your own equip- 
ment, the sale may be delayed 
several months. The customer may 
have to wait until a rig is available 
in his immediate territory. And the 
time to sell a water system is when 
is ready to buy one 
stall a sale in 


the customer 
A long wait 
definitely.” 

There pump, nor 
size pump, that will be adaptable 
to every need, Sterzing said. “We 
stock pumps from one-fourth 
horsepower to  seven-and-a-half 
horsepower. And because we do 
not feel that we can afford to limit 
our sales to areas where electricity 
is available, we also stock various 
sizes of gasoline units.” 

In spite of the volume of water 
systems sold, Sterzing spends very 
little on advertising. “And I em- 
ploy no salesmen,” he added. “The 
best salesman a water systems 
dealer can possibly have is the 
prospect's next door neighbor.” 

Sterzing’s customers include 
both farmers and city people 
“City people want the convenience 
of running water in their cabins 


can 


is no one one 
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at the lake or out in the country,” 
he pointed out. “Eighty percent of 
the farmers buy a water system 
for home convenience. The other 
20 percent will want a water sys- 
tem primarily for their stock; and 
98 percent of these will want a 
unit large enough to accommodate 
their homes, too. The remaining 
two percent just have acreage 
where they run cattle 


The service truck witn the “A 
boom shows a small profit. “But 
that is better than merely break- 
ing even,” Sterzing concluded 
“Were it imperative, we could 
stand to lose a little on our service 
department, for the loss could be 
charged against advertising. And 
prompt, efficient service is the 
best type advertising wate! 
systems dealer can use.” 


any 


SHC )V\ 


ALERS 








More than 450 dealers registered for the show. In the background, C. B. 
Dunn, president of the company, pins a badge on a visiting dealer 


All-Dealer Fishing Tackle 
Show Attracts Large Crowd 


Mo THAN 450 retailers at- 
tended the all-dealer fishing 
tackle show sponsored by South- 
ern Tackle Distributors, Inc., 
wholesalers, in Miami, November! 
4-6 

Visiting dealers, who came from 
all over the state of Florida and 
from as far away as Cuba and the 
Panama Canal Zone, viewed more 
than 110 lines of products which 
were exhibited in the 49 booths 

The extensive program included 
a sail fishing trip, casting exhibi- 


tions, and a buffet supper for 
visitors. 

Southern Tackle Distributors, 
Inc., was organized in 1946 and 
since that time the company’s out- 
side sales force has increased from 
one to eight men who cover the 
states of Florida, Georgia, Ala- 
bama, Mississippi, and North and 
South Carolina 

The company is under the direc- 
tion of Charles B. Dunn, president, 
and T. Walter Killilea, secretary- 
treasurer. 
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WASHINGTON NEWS 





(Continued from page 43) 


ulation will have on them. OPS 
officials said that a tailored reg- 
ulation may be necessary as CPR 
22 has not worked well for the 
lawn mower industry. It is expect- 
ed that prices for both wholesalers 
and retailers would be included in 
such a regulation 

Committee members expressed 
concern as to the effect of the new 
excise tax on their industry, They 
pointed out that the wholesaler 
and the retailer are not permittec 
to do this. Yet the manufacturer 
has to stand the expense of col- 
lecting the tax and in many cases 
financing it for his wholesalers 
and retailers for a period of sever- 
al months 

¢ 


Power Tools 
(Continued from page 46) 


works with tools already has the 
skill,” explained Kale, adding that 
all parts are obtainable from the 
factory. “Furthermore, we handle 
a quality line that is expected to 
stand up under normal wear.” 

Generally, a cash business is en- 
couraged, even in these higher- 
priced items. But a deferred pay- 
ment plan is in effect, whereby the 
customer pays one-third down and 
the balance in monthly payments 
with a carrying charge that may 
vary from three to 10 percent, de- 
pending on the length of time the 
customer is taking to pay. For 
example, on a $70 item, there will 
be a carrying charge of $2.12 if 
the customer plans payment with- 
in three months. The charge in- 
creases with 6-month and 12- 
month payments 


* 


Selling with Signs 
(Continued from page 48) 


portant volume-builders here, de- 
veloped almost entirely through 
Maloy promotional activities 

It should pay any dealer to have 
some member of his personnel 
trained in making neat signs, 
Maloy said. “When a store once 
gets the sign habit, results are go- 
ing to be so outstanding that signs 
will be used more plentifully as 
time goes on” 

One of the regular jobs in the 
sign department is to make small 
price signs for all merchandise. If 














Order Quality Buffalo Bolts in 


SHNURKDY 


HANDY-PACK BOLT CARTONS 





@ Jobbers and retailers are both 
singing the praises of Handy-Pack 
..-the super-rugged bolt carton. 
No more spilling, mixing and 
sorting of bolts. Next time order 
Buffalo Bolts...get the best in 
bolts...in the world’s best cartons, 





HANDY -PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering 
@ Cartons are re-shippable without tying or wrapping. 

@ Covers make durable open drawers for bolt cabinets. 

@ Can be ordered in carload or less-than-carload lots. 


Write for circuler on quentities and igh 
BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office 
Buffalo International Corp., 50 Church Street, New York City 





of Hendy-Pack Certons 





PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS « NUTS + RIVETS AND SPECIAL FASTENER: 
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BEAT THAT RECORD det @) 


WIT THE JACKPOT FOR YOU IN 51 
NEW for 1952 


HARDWARE WEEK SPECIALS 


#B99HW FIVE PIECE 
SCREWDRIVER SET 


The complete assortment every cus 
tomer needs! Hi-carbon steel, unbreak- 
able, shock proof amber handles. Set 
includes: stubby, pocket, recessed, 
mechanic and electrician drivers. 
Branded and warranted. Order plenty: 
this set will rocket et the specie! 
a he price. 


e Special 
"*TUARDWARE. C 
Deeler's Cost: 
for HARDWARE 


WEEK only. 

















#50HW FIVE-IN-ONE 
SCREWDRIVER SET 


The fastest moving set in the 
field! Includes handy roll kit; 
strong plastic handle with 
chuck to take 5 blades; re- 
coued #1; recessed #2; 
midget; cabinet and all- pur- 
pose. 


Fs Og 


All Puller Tools Have Dealer's Cost: 
Unbreakable Amber Handles for HARDWARE 
STOCK UP AT THIS WEEK only. 
“MARDWARE wean” pares’ : 


ORDER TODAY Fl vobeet these "pallet 
specials. 
Jebbers: Write tedey 
wide-mergin ceteleg 


FULLER ‘T00L ¢ CO., INC. 905 FAILE T, NEW YORK 99 


Producers of Unbreakable Amber Handle T« 


«port Sales Department: John H. Graham Co.. 105 Duane St. New York SA 








a customer enters the store during 
a rush period, he is able to serve 
himself without asking prices 

Signs give this modern, well- 
stocked store a touch of the car- 
nival spirit that people like. “Signs 
put ‘em in the buying mood,” 
Maloy said. “And here,” he added, 
patting the mimeograph, “is an- 
other little partner that we 
couldn't do without. At the cost of 
a little ink and some elbow grease 
we can make 2,000 people read our 
sales message.” 

When signs are not being used 
to promote seasonal! lines, they tell 
a colorful story on some other pro- 
motion. Perhaps they will describe 
a lawn mower sale, or the free gold 
fish that are given with a $1.00 
purchase 

This gold fish offer is a year- 
round idea that has taken hold 
and proved perennially popular 
with customers. The large aquari- 
um just beyond the entrance is 
filled with gold fish and attracts 
many people. Two fish are given 
with a purchase of $1.00, and, of 
course, the customer always buys 
his own bowl and accessories in 
the store 

+ 


The Steel Outlook 
(Continued from page 50) 
from the demand picture. It must 
be realized that passenger auto- 
biles at peak production consume 
in excess of 50° of the cold rolled 

sheets produced 

The year 1950 was an outstand- 
ing year in the demand for cold 
rolled sheets for the manufacture 
of gas water heaters, household 
electric ranges and gas ranges, 
washing machines, refrigerators 
and radio and television sets. (The 
statement then goes on to give de- 
tailed figures on the decline in 
factory shipments of these various 
products from a typical month of 
1950 to a comparable month in 
1951—the decline in most cases 
being substantially more than 
50°%.) 

You will notice that all these re- 
ductions occurred prior to the 
adoption of the Controlled Mater- 
ials Plan. We see many signs of 
increased sales activity on the part 
of all manufacturers of these items 
to sell the units now available. 
Whether or not 1952 will see a 
production requirement for these 
items approaching the 1950 levels 
is open to question. The figures 
we have just reviewed show a de- 
clining activity from the middle 
of 1950 to the middle of 1951. The 
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Here's an eyeful of real class! Smart designing... 
cast beautifully in durable brass. Polished 

and lacquered for permanent sparkle... then 
dressed-up in individual packages that make 
customers stop, look and buy. Yes, AJAX brass has 
loads of class —the kind that pays off in bigger, 
quicker sales. Competitively priced. And all 

AJAX hardware is unconditionally guaranteed. 
Order today for prompt delivery! 
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Monogram door 
knockers and grilies 









Drawer pulls 
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Entrance door hondies 
(3061) 












Escutcheons for 
bochset 













AJAX HARDWARE MANUFACTURING CORP. 


435! Volley Bivd. « Los Angeles 32, Colifornia 
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Old Hi Says... 














peachead 


Your ‘52 
Tackle Selling 


with the Industry’s Outstanding 
full color national advertising 


H-I's 1952 national advertising program will feature 
full color pages in leading outdoor and general mag 
azines...a dramatic new theme... hard-selling copy. It 
will do more pre-selling than ever before, among your 
best tackle customers in these leading publications: 


Outdoor Life 
Sports Afield 
Field and Stream 
Hunting & Fishing 


Outdoor Sportsman 
Open Road Magazine 
Boys’ Life 

Salt Water Sportsman 


True Popular Science 
Argosy Popular Mechanics 
Fur-Fish-Game Mechanix Illustrated 


Outdoor Tips 


Ask your tackle man— your H-| man 
—for details. He'll show you how 
easily, economically and effectively 
you can tie in for the best tackle 
volume you've ever enjoyed. Or 
write us for information. 


See us at the NSGA Show 


Rooms 1038-1040 
Hotel Morrison, Chicago 


<J ORROCKS 


Manufacturers of the Largest Line of Fishing Tackle in the World 








UTICA, N.Y. 
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Every angler needs the new ‘52 edition 
of “Fishing —What Tackle and When.” 
Over 100 pages of fishing tips and in- 
structions — Skish rules — fish pictures 
and records — new rods, reels, lines 
and lures. Write now, FREE! 


BIGGEST NEWS 
IN SPINNING 


Enjoy spin casting at its very 

best — with South Bend’s new 
action-matched and quality- 
built tackle. 


Light and medium 
actions in fresh 
and sale water 
weights — $25 up. 
Others $14.95 up. 


The simpler- 
to-use spin- 
ning reel. No 
backlash. All 
enclosed. 
No, 1100 
$27.50 








New! smoothCast® Reel 


NYLON GEARS + DIRECT DRIVE 
Fast + Smooth 
New free-running, sensational 


reel. Chrome steel frame. Wt 
7.7 ounces: No. 900 — $22.50. 


Solid Glass Casting Rods 
Brisk Tip Action 
Smooth, rugged power and ac- 
tion for perfect casts. 5’, 5%’ 
6’ lengths. No. 2800 — $15.75. 

Other glass rods $6.95 up. 


@ Tops in real fishing thrills 
await you in South Bend’s 
new SmoothCast® Reel and 
Solid Glass Rod. They're 
teammates for action-loving 
anglers. Let them give you 
better fishing hours. Examine 
them now at your dealer's. 


FREE Fishing Book 


Over 100 pages of fishing tips 
and instructions — Skish rules 
fish pictures and records 
. es includ 
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supply of cold rolled sheets shows 
an increasing potential as we go 
into 1952. 

It appears certain that a sub- 
stantial tonnage of ingots which 
have gone into cold rolled sheets 
including conversion, will not be 
required for cold rolled sheets in 
the first quarter. 

Wire and Wire products. The 
military load on this group of 
products as evidenced by our order 
book is less than one-half of one 
percent. In some of the products 
in this category there is a definite 
softening in demand, and we are 
not now able to obtain orders to 
fill the production schedules prior 
to expiration of the normal lead 
time and find it necessary to so- 
licit late orders if we are to have 
a full schedule 

Hot rolled sheets. The military 
load is approximately 8%. We 
feel the “give and take” of being 
able to adjust schedules without 
respect to CMP Regulations would 
enable us to do a better pob of 
distributing this important steel 
product. 

Galvanized sheets. The military 
load is approximately 7°% and the 
so-called shortage of galvanized 
sheets is caused more by the zinc 
shortage than by the shortage of 
steel. The galvanized sheet situa- 
tion would be materially improved 
over-night if more zinc were avail- 
able. 

Buttweld and lapweld pipe un- 
der 16” diameter. Our estimate of 
of the military load is 4%. In 
excess of 55% of pipe is sold 
through distributors and there are 
many indications that supply and 
demand are in balance on black 
pipe. The situation on galvanized 
pipe would improve if more zinc 
were available to producers. 

Alloy steel—semi-finished and 
bars. If there is any shortage in 
this group of steel products, it is 
not because of the lack of produc- 
tion facilities of the steel pro- 
ducers, but is caused by the short- 
age of such alloying elements as 
nickel, molybdenum cobalt and 


al 

sear! 
ments roe will 
sé 


a a : tungsten 

thes! advert pyublicat!© 900 900 . 

DECEIVER® Ourdoe! Than Oe ow ° 
NYLON sf e Mon Jobbe! 


influe™ Ask Your 


Best made! 2-8 Ibs. Angle’ 

$1.10 up for 100 yds. 

SOUTH BEND BAIT COMPANY 
South 


Mm 


SPINNING LINE . 
Modern Sales Methods 
(Continued from page 51) 
display, about 90 percent of the 
services selected are completed be- 
fore the wedding. However, should 
a friend or relative desire to pre- 
sent the couple with an additional 
piece as a Christmas, birthday or 
anniversary gift, they need only 
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consult mrs. Liza Harris, head of 
the china and giftware depart- 
ment. Mrs. Harris is able to de- 
termine immediately whether the 
bridal service has been completed 
and, if not, which pieces are miss- 





ing. 
Mrs. Harris’ source of informa- 

tion is an alphabetical card file, in WILLIAM L. BARMER PRANK A. DIEL JOSEPH F. SMITH 

which are retained all of the cards Works Manoger General Monoger Plant Superintendent 

removed from the bride's table GEORGE J. LUCAS JAMES J. MAHER JOHN J. ZELLER 

after it is changed. Some of the Purchasing Agent Sales Manager Office Manager 

cards have been retained 20 years THE BRIDGEPORT CHAIN & MFG. CO. 

The file is referred to regularly. Founded in 1887. Pioneered in Triumph (Lockweave) Pattern 
“I had an unusual experience and other types of weldless chain. Became associated with the 

some time ago that pointed up the Round group in 1928. Plant modernization program undertaken 

value of the card file,’ McGee several years ago is now nearing completion. 


THE COMPANIES THAT MAKE 


CHAIN 


said. “I had occasion to take a ON 
trip to Texas and met the sister- 
in-law of one of our former cus- 
tomers. She told me that her 
sister-in-law wished to complete a 
set of china which had been given 





to her from our store, but that she The nationwide Round organization is made up of many 
was not certain of the set's name men like Frank Diel and iis associates . . . experienced, 
I assured her that we had a record capable chain men who are respected throughout the 
of the sale, and upon returning industry. Practical chain men have been at the head of 
home I looked up the lady's card each Round firm since the first of the companies was 
and advised her by mail as to founded in 1869. Today there are ten Round Chain Com- 
which pieces of the set were miss- panies, all eager to help you solve your chain problems. 


ing. A short time later we received 
a mail order from her for $40 
worth of the china. 

“Handling and displaying serv- 
ices for brides offers a wonderful 
opportunity for suggestive selling. 
It is quite easy to interest the gift 
buyer in something for personal 
use or in something for the home. 
We have been extremely success- 
ful in selling additional merchan- 
dise to people who come in to buy 
wedding gifts.” 

Thanks to the lucrative promo- 
tion of china and gifts, approxi- 
mately 50 percent of this store’s 
customers now are women. Be- 
sides china and gifts, these cus- 
tomers invest in such assorted 
items as carpet sweepers and 
small appliances, housewares and 
paints, ranges and luggage 

Another successful feature of 
the china and giftwares depart- 
ment has been the overhead dis- 
play, which is adjacent to the en- 
trance to this department and 
which serves as a “teaser.” This 
unit is attached to the front of the 
rear balcony and consists of six 
large shadow boxes, each of a dif- 
ferent shape. The patterns of three 
of the boxes follow designs that 
are the reverse of the remaining 
three. Seasonal items and items 
which McGee-Ross is currently 
promoting are placed in these 
boxes. Displays are changed peri- 
odically, but on no fixed schedule 

Proper store layout is deemed a 
vital requisite for easier selling by 
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Lownie COMPANIES 
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BETTER 


Profit Picture 


MOLDED 


a 


DEALER’S COST 
$] g 0° 
PER DOZEN PAIR 


SUGGESTED 
SELLING PRICE 


$3900 
PER DOZEN PAIR 
ASK YOUR JOBBER 


(it he cannot supply you, write direct) 


R YOU! 


RUBBER 


PADS 


Display “em on your counter 


and they’ll sell 


Made by JUDSEN RUBBER WORKS, 
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themselves 


Inc., Chicago 24, Illinois 





McGee. “I’m very keen on cus- 
tomer circulation,’ he explained 
“Nearly all of our stock is seen by 
the customer who remains in the 
store at least a few minutes. We 
have only two aisles, one leading 
to the china and gift department, 
and the other to the farm depart- 
ment at the rear of the store 
(operated with separate person- 
nel). Customers usually enter by 
one aisle and leave by the other, so 
they have ample opportunity to 
see what we sell. In this way, we 
have managed to eliminate ail 
‘dead spots’.” 

To assure maximum attention 
merchandise on the two island 
counters at the front of the store is 
changed during the four seasons, 
sometimes more often 

° 


Selving a Space Preblem 
(Continued from page 55) 


of his store and space between the 
top of shelves and the ceiling is 
used for somewhat larger items 
such as toys 

A display table forms an island 
in the center of the store and sup- 
ports a series of platforms which 
are pyramided to a height of about 
six feet. The platforms are open 
on all sides and used for additional 
display space. A 2 x 3 foot wrap- 
ping counter, jutting from the 
shelves and near the rear of the 
store, actually is in the midst of 
stock, but all such available space 
has to be used 

The small display window posed 
a further problem which Hove- 
kamp has solved very well. The 
window does not provide enough 
surface area to permit the display 
of many items, so Hovekamp again 
has to resort to height. While the 
floor of the show window is used 
for display of small appliances 
and aluminum utensils, a back 
drop is provided at the rear of the 
window, which, in turn, is divided 
into a number of panels for the 
display of individual categories of 
merchandise 

For example, one panel, headed 
“Electrical Supplies,” has various 
types of switch plates, switches, 
bells, etc. Another panel is devoted 
to fishing tackle and holds reels, 
lures, and other fishing items 
Eight panels are used in all 

Large merchandise, not dis- 
played in the street car. often is 
displayed on the sidewalk. Each 
item has a price tag attached, let- 
tered sufficiently large for passing 
motorists to see at a glance 
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Defense Program To Spur 


Business 


A CONTINUED EXPANSION in gov- 
ernment spending for defense 
means a further increase in busi- 
ness activity in the months ahead 
By mid-1952 military spending is 
expected to reach an annual rate 
of 52 billion dollars and it is es- 
timated that the volume of spend- 
ing will reach 62 billion annually 
by mid-1953. 

While a high-level of business 
seems assured during this period, 
shortages of some consumer prod- 
ucts are virtually certain to crop 
up in 1952. To meet arms produc- 
tion schedules, the National Pro- 
duction Authority has sharply re- 
duced the supplies of basic metals 
which some producers will receive 

Producers of less essential civil- 
ian items such as toys and cig- 
arette lighters will receive in the 
first quarter only 10 percent of 
pre-Korean usages of copper and 


20 percent of aluminum. Manu- 
facturers of civilian items of a 


more necessary functional nature 
will receive up to 35 percent of 
their base period use of copper 


Activity In °52 


ments will average about 50 per- 
cent of base for most producers 

Meanwhile, despite some lag in 
retail sales, the outlook for in- 
creased consumer spending is good 
Personal income has reached an 
annual rate of well above 253 bil- 
lion dollars and the indications 
are that persona] income will con- 
tinue to expand, And a consider- 
able backlog of personal savings 
adds strength to the potential mar- 
ket. Currently, people are saving 
one dollar out of every 10 they 
receive as income after taxes 

Government officials feel that 
consumer spending is to go on 
rising in 1952, and though pur- 
chases of automobiles and majo: 
appliances may decline somewhat 
in the first half of 1952, this will 
be more because of restricted out- 
put. 

Farmers, meanwhile, can look 
forward to another good year. Still 
higher farm production is to be en- 
couraged with total farm produc- 
tion in 1952 to be aimed at a 50 
percent increase over the 1935-39 








and aluminum, while steel allot- average. This would be a seven 
in sales 10 mos. change Stock -Sales 
change 1951 in inventories Ratio 
Geographic Oct. 1951 from Oct. 1951 
Division from from 
Oct. Sept. 10 mos. Oct. Sept. |Oct. Oct. Sept 
1950 1951 1950 1951 1°51 "50 "51 
U. S. Total | T 
Sales + 8 +14 +9 +24 —I 154 133 178 
) | | 
Hardware: | 
| 
South | 
Atlantic +10 | +22 +9 +26 —3 | 212 | 186 | 268 
| | 
East South | | | | 
Central +6] +33 +5 +38 +1 |227 173 | 249 
i | 
West South | 
Central + 2 | +10 +6 +23 —3 | 245 | 209 272 
| { i 























Wholesale Hardware Sales and Inventories 
(From U. S. Dept. of Commerce Monthly Report) 
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percent increase over 1951 

Since farm production goals are 
underwritten with price supports 
the farmers’ financial position will 
continue strong 


. 


Cetton Prices Reach 
New High fer Season 


AS A RESULT OF the government 4 
reduced estimate of the year's cot- 
ton crop, the price of cotton moved 
up sharply reaching a season's 
peak on November 9 of 43.43 cents 
per pound. The average price re- 
ceived by farmers in November 
was 41 cents per pound, almost 
five cents above the October price 

Meanwhile, average prices re- 
ceived by farmers in November 
were two percent above mid-Oc- 
tober levels. Higher prices for most 
crops, dairy products, and poultry 
and eggs more than offset season- 
al declines in prices for meat an- 
imals 


° 


Upward Trend Reported 
In Credit Trade .... 


As SEPTEMBER CLOSED, consume! 
installment increased 112 million 
dollars over the previous month 
for a total of 13,156 million dol- 
lars. This was the second consecu- 
tive month that installment cred- 
it has increased following the re- 
laxation of credit controls 

Prior to August, installment 
credit had been in a seven-month 
decline. Despite the increase the 
total installment credit still is 188 
million dollars below a year ago 

The increase in September was 
divided about evenly among auto- 


mobiles, other sales credit, and 
installment loans 
Noninstallment credit (charge 


accounts) decreased 18 million 
dollars in September but was 215 
million above the same month of 
1950. The net change in total con- 
sumer credit from August to Sep- 
tember was a rise of 94 million 
dollars to 19,356 million, 27 mil- 
lion above the 1950 month 


67 














Y &T Appoints R. L. Farr 
Personne! Administrator 


Richard L. Farr has been appointed 
to the newly created position of per 
sonnel administrator of The Yale & 
Towne Manufacturing Co., Stamford, 
Conn., according to Otto G. Schwenk, 
vice president in charge of produc- 
tion. 

Mr. Farr’s activities will be con- 
cerned with the development and 
administration of plans and proced 
ures to be used in attaining overall 
corporation personnel objectives 


Richard L. Farr 


He was formerly personnel admin 
istrator for the Koppers Co., Inc., of 
Pittsburgh, Pa., after having served 
as personnel director of DeCoppett & 
Doremus, New York 


as 


Plymouth Cordage 
Elects New Officers 


Bartlett B. Bradley, general sales 
manager of Plymouth Cordage Co., 
Plymouth, Mass., taken ex 
panded duties to direct all sales activ- 
ities of the company. This move fol- 
lowed a realignment of officers and 
responsibilities at top management 
levels 

Ellis W. Brewster, formerly presi- 
dent and treasurer, became chairman 
of the board, retaining his position 
as treasurer. Edwin G. Roos, formerly 
vice president and in charge of sales, 
became president of the company. 
Mr. Bradley assumes Mr. Roos's sales 
responsibilities 


has on 


cue ete oe ee 





Bartlett B. Bradley 


Mr. Bradley is widely known 
throughout the cordage trade and 
consuming industries. Shortly after 
joining Plymouth Cordage in 1931, he 
became the first resident Plymouth 
Cordage Co. sales representative on 
the Pacific Coast. Two years later, 
he established the company’s Pacific 
Coast district office. After seven years 
on the west coast, Mr. Bradley was 
transferred to New York as eastern 
district sales manager, where he re- 
mained until called into the Navy in 
1943. 

On his return to Plymouth Cordage 
Co., he was moved to the Plymouth, 
Mass., headquarters and appointed 
general sales manager, reporting to 
Vice President Edwin G. Roos, in 


charge of sales 


a 


H-I Acquires Assets of 
Divine Red Ce...... 


All assets of the Fred H. Divine 
Fishing Rod Co. of Utica, N. Y., 
have been acquired by the Horrocks- 
Ibbotson Co., of that city, according 
to a recent announcement by Richard 
H. Balch, president of H-I. 

The Divine Co. was one of the old- 
est manufacturers of custom fishing 
rods in the country. Among its cus- 
tom-built numbers were the Black 
Raven and Fairy fly rods 

In announcing the acquisition of 
the Divine assets, Mr. Balch stated 
that H-I was prepared to assume re- 
pair and refinishing work on Divine 
rods and would resume manufacture 
of some of the most popular Divine 
numbers 


Arvey Corp. Purchases 
Celanese’s Vimlite Dept. 


Arvey Corp., Chicago, Ill, manu 
facturers of R-V-Lite all-purpose win- 
dow materials, announces the pur- 
chase of the Vimlite Department of 
Celanese Corp. of America, effective 
January 1, 1952 

Vimlite, the original plastic-coated 
14-mesh wire product, will be added 
to the present line of the R-V-Lite 
all-purpose window materials. This 
line already includes No. 100-C cot- 
ton reinforced, No. 200-P Saran plas 
tic reinforced, No. 300-CW wire re- 
inforced, No. 400-T wax impregnated 
fabric, and recently developed No 
700-W 4x4 mesh aluminum wire re- 
inforced, and No. 800-CW steel wire 
reinforced window materials 


€ 


Leng Joins Cleveland 
Chain in Sales Post. . 


George P. Long has joined the 
Cleveland Chain & Mfg. Co., Cleve- 
land, Ohio, as assistant general man- 
ager, according to an announcement 
by James W. Dickey, vice president 
and general manager 

Mr. Long has more than four years 
of experience in the chain industry, 
most recently in sales administrative 
capacity. He attended the University 
of Pittsburgh, where he majored in 
business subjects. From 1943 to 1946 
he served as an officer on a mine 
sweeper. Prior to entering the serv- 
ice and for a short time thereafter 
he managed an electrical appliance 
warehouse 


P| 


George P. Long 
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Perfection Names Keirsey 
Te Atlanta Sales Pest... 


Perfection Stove Co. Cleveland, 
Ohio, announces the appointment of 
J. J. Keirsey as a salesman in the 
Atlanta, Ga., sales district. He comes 
to Perfection from the Line Material 
Co., Memphis, Tenn., where he was 
branch manager 

An Army veteran of World War 
II, Mr. Keirsey first began selling ap- 
pliances after finishing high school 
For several years he was associated 
with the Rural Electrification Admin 
istration in different capacities and 
in several Missouri cities. Late in 
1946, he went into business for him 
self, selling appliances, wiring houses 
and performing engineering duties 
for a firm in Clayton, Mo 








J. J. Keirsey 


Mr. Keirsey will have his head 
quarters in Memphis and will travel 
Western Tennessee and Northern 
Mississippi for Perfection 


o 


North & Judd Opens 
Atlanta Sales Office 


T. C. DeLoach, vice president in 
charge of sales of the North & Judd 
Mfg. Co., New Britain, Conn., has an- 
nounced the opening of a new sales 
office, effective January 2, 1952, at 
401-409 Georgia Savings Bank Bldg., 
84 Peachtree St., N.W., Atlanta, Ga 

P. W. Brown, who will cover the 
states of Georgia, North and South 
Carolina, Alabama, Mississippi, Flori- 
da, and parts of Tennessee, will be in 
charge of the office 


° 


Bruning Brothers Elects 
Mohrhusen Vice President 


E. F. Bruning, president, Bruning 
Brothers, Inc., Baltimore, Md., an- 
nounces the election of Arthur H. 
Mohrhusen as vice president of the 
company. 

Mr. Mohrhusen has served in a 
sales supervisory capacity in a num 
ber of branch offices of a national 


manufacturer. He operated nationally 
as manager of Superkleen Paint 
Brush Division, later as general mer 
chandising and sales promotion man 
ager for Devoe & Reynold Co. Trade 
association work included assign 
ments of chairman of the Paint 
Brush Div., American Brush Mfgrs 
Association, and secretary of the 
100-Year Association of New York 

As merchandising director of the 
Rahr Color Clinic, Mr. Mohrhusen 
dealt with the home furnishings 
field, as well as the building mater 
ial and paint industries 

He will locate in the International! 
Trade Mart, New Orleans, prepara 
tory to managing Bruning’s proposed 
warehouse and factory there 


Larry E. Gibbs te Head 
Seutheastern Traveliers 


Larry E. Gibbs, representative for 
the Walker-Turner Division of Kear 
ney & Trecker Corp., has been named 
president of the Southeastern Trav 
eliers Club, Atlanta, Ga., for 1952 
Gibbs became the first president in 
the club's history to receive the u 
nanimous vote of the members 

To serve with the new president, 
the club elected Eugene T. (Gene) 
Lowry, De Walt, Inc., vice president, 
ind William H. Burkitt, Lunkenheim 
er Co., treasurer. George N. Allen, 
former representative for the Car 


borundum Co., was re-elected secre 








LATHE OAKES MFG. CO., BOX 056-4, TIPTON, INDIANA 
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CROQUET 


THE 
“OuTDoorRs” 


Millions are playing 

America’s Family Game—South 
Bend Croquet! 
This wide-spread active sport 
has built an appreciation of 
yard appearance, developing 
a keen interest in outdoor 
tables, chairs, umbrellas, dec- 
orations, accessories. So tie up 
to South Bend Croquet—use 
it for your leader in promot- 
ing sales of outdoor items, 


SALES REPRESENTATIVES 
East-Julius Levenson, 7 Bast 17th St.. N.Y 
Seuth ~ Louis Williams & Co., 3rd National 

Bank Bidg., Nashville, Tenn 
Midwest-South Bend Toy Mfg., So. Bend, Ind 
Calf & SW Anderson Sales Company 

740 W. 10th Place, Los Angeles 15, Calif 
Denver & Pac. N. W.-Leo Scherrer, 2840 W 
94ed St., Seattle 7, Wash 
Expert Affiliated Exporters, Inc., 

S4th Sereet, New York City 

SOUTH BEND TOY MFG. co. 
SOUTH BEND 23, INDIANA 


10 East 


SOUTH/BEND 








WHOLESALER NEWS 





Death of L. J. Doherty 
at Baton Rouge, Leuisiana 


Loran J. Doherty, a salesman in 
the employee of Doherty Hardware 
Company, Baton Rouge, Louisiana, 
and youngest son of P. H. Doherty, 
president of that company, died un- 
expectedly at a hospital in Baton 
Rouge on November 28, following a 
sudden heart attack 

In addition to his services as a 
traveling salesman, Mr. Doherty was 
assistant buyer of sporting goods for 
Doherty Hardware Company, and 
was regarded by others in the or- 
ganization as a man of unusual abil- 
ity. 

25 years old at the time of his 
death, he had been connected with 
Doherty Hardware Company since 
leaving LSU, where he was a mem- 
ber of Kappa Alpha Fraternity. 

Mr. Doherty is survived by his wife, 
parents, one brother and one sister 


oe 


Spicola Constructing New 
Office and Warchouse . . 


Spicola Hardware Co., Tampa, 
Florida, is now constructing a new 
office and warehouse on 19th Street 
and Third Avenue South in the fast- 
growing industrial section of Tampa. 

The building is being erected on 
a plot of land 300 x 500 feet in area 
and will contain approximately 70,000 
square feet of space. Construction 
is of red jumbo brick. All offices and 
sample rooms, 50 x 65 feet each will 
be air-conditioned. 

A 300-foot trackage is available 
along the rear of the building and 
another 100 feet extending beyond 
the building on the north side, 

When completed, the building is 


expected to be one of the most mod- 
ern and up-to-date hardware jobbing 
warehouses in Florida, and officials 
of the 48-year-old company expect 
to move into the new quarters about 
May 1, 1952 


* 


Dick Seay, Merrow Thomas 
Ce. President, Dies ...... 


Dick Seay, 69, president of Morrow 
Thomas Hardware Co., Amarillo, 
Texas, died November 7, 1951, after 
a short illness. 

Born and reared in Roswell, N. M., 
Mr. Seay was a member of the first 
graduating class (1901) of New Mex- 
ico Military Institute. When a young 
man, he became associated with H. 
R. Morrow, founder of the Morrow- 
Thomas firm. When Mr. Morrow 
came to Amarillo in 1907 to open the 
hardware firm, he brought young 
Seay with him. Mr. Morrow died in 
1912, and Mr. Seay has been actively 
in charge of the business ever since 


° 


Gadsden Hardware Closes 
Retail Store ......++-. 


Gadsden Hardware Co., Gadsden, 
Ala., who for many years have op- 
erated a retail store in connection 
with their wholesale hardware busi- 
ness, announced recently that they 
would close their retail department 
as of the end of 1951. 

“This is done, of course, to better 
cooperate with our dealer customers,” 
says E. E. Gibbs, vice president and 
general manager of the company. 
“And after January 1 our business 
will be exclusively wholesale hard- 
ware, industrial supplies and build- 
ing materials.” 


Artist's drawing of new office and warehouse now being constructed by 
Spicola Hardware Co. in Tampa, Florida. It contains 70,000 square feet 
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New Keystene Sereen Has 
Adjustable Tensien Catch 


The new frameless insect tension 
screen now being marketed by Key- 
stone Wire Cloth Co., Hanover, Pa., 
features simple installation, a new 
and patented adjustable tension catch 
at sill to secure screen firmly, and 
durability. 

Exclusive free-floating sill bar is 
said to assure snug fit, even when 
sills are off-level or uneven. Each 
screen is pre-sized, ready to install, 
and saves up to 25 minutes per win- 
dow in installation time, it was an- 
nounced 





The all-aluminum tension screen is 
weather-resistant and offers easy 
storage, the manufacturer pointed 
out 


° 


Serrell Intreduces New 
Pocket Bolt, Nut Gauge 


A new lightweight, pocket-style 
bolt and nut gauge has been an- 
nounced by Sorrell & Sons Co., Rocky 
River, Ohio. Made of hard, wear-re- 
sisting Polystyrene plastic in bright 
colors, the new tool will gauge bolts 
and screws from No. 8 through 34” 
diameter, nuts from No. 8 through 
58” diameter. 





Bolts and nuts are gauged quickly; 
the bolts by pushing them through 
the proper size holes, and the nuts 
by dropping them on the “plugs” on 
the top edge of the gauge. The plug 
gauges tell not only the diameter of 
the nut, but also whether it is coarse 
thread or fine thread. 

Accurate to .005” tolerances, meas- 
uring only 7%” overall, the new 
gauge is priced at $1.00. They are 
available also at special quantity 
prices for use as an advertising 
premium or gift, with the name of 
the advertiser hot-stamped on the 
gauge in gold. 

Further information is available 
from Sorrell & Sons Co., 295 Argyle 
Road, Rocky River 16, Ohio. 


° 


Montague Red & Reel Co. 
Catalog Available Now . . 


The 1952 catalog produced by 
Montague Rod & Reel Co., Monta 


Right, the new per- 
manent-type display 
now available from 
The Wooster Rub- 


out 
lighted identifica- 
tion sign. Shown on 
the merchandiser 
are items suggested 
by the manufactur- 
er for effective 
mass 
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gue City, Mass. is now available 
to the trade. Complete descriptive 
and illustrative material shows every 
item of this line of rods 

Montague has duplicated in fiber 
glass, both solid and Holloglass, its 
extensive line of split bamboo rods. 
Hickory and cane rods also are in- 
cluded in the 32-page catalog 


© 


Weester Offers New 
Rubbermaid Display 


A compact, permanent-type display 
fixture, designed specifically for mer- 
chandising Rubbermaid housewares, 
was released recently by The Wooster 
Rubber Co. The unit occupies about 
the same space as the average office 
desk 

The illuminated multi-tier unit will 
be offered to hardware retailers at 
a less-than-cost price of $30. The fix 
ture, which ships flat, has these 
overall dimensions: 52” length, 28” 
width, and 38%” height. It may be 
ordered with or without a fluores 
cent-lighted identification sign 

Among items listed for effective 
mass presentation on the new fixture 
are the Rubbermaid dish drainers 
plate racks; dustpans; drainboard 
trays, stove top protectors, and sink 
mats. 

The unit will be stocked by Rub 
bermaid jobbers in principal cities, 
or it may be ordered direct from The 
Wooster Rubber Co., Wooster, Ohio 
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THIS. 1S THE 
SEINE TWINE 
THAT MEANS 


BETTER NETS! 





led 
wae 


TWINE 


When you stock Gold Medal 
Seine Twine you feature the same 
superior twine fishermen have depended 
on for 110 years in Gold Medal netting. 
Fishermen have confidence in Gold Medal 
Seine Twine for 3 good reasons: 
1) It's mode from specially selected, long staple 
cotton, carefully spun and skillfully twisted 
2) It tes right, hangs without kinks or twists 
3) It fishes better and longer 
Your Gold Medal distributor carries a 
complete supply of strong, easy-to-handle 
Gold Medal Seine Twine for all your 
customers’ netting needs. 


ld Medal 


QUALITY SEINE TWINE 
THE LINEN THREAD CO, INC. 418 Grand Street, Paterron Nd 


(Successor to American Net and Twine Company) 
New York 17, N.Y. + Chicago 10, Ill, + San Francisco 5, Col. + Baltimore 3, Md. 
f Boston 10, Moss, + Gloucester, Mass. 








American Offers Jute 
Twine in Handy Boxes 


American Manufacturing Co. an 
nounces that four popular sizes of its 
best quality jute twines are now a 
vailable in Handy Boxes 

This package unit is designed for 
counter display. Twines obtainable in 
Handy Boxes are America’s Polished 
Fine India in numbers 24, 36, 48 and 
3-ply, number 24 EZ wrapping twine 
in balls weighing approximately one- 
half pound 


Twenty-four balls of one type of 
twine are packed in each DOX, Six 
boxes to a carton. Handy Boxes are 
of uniform size, making handling, 
shipping and storage convenient, it 
was announced 

Further information is available 
from American Manufacturing Co., 
Noble and West St., Brooklyn 22, 
N. Y 

* 


Calbar Offers New 
Caulking Directory 


Calbar Paint and Varnish Co. ha 
announced the completion of 
caulking compound directory, offered 
without cost or obligation to the 
building field. It is believed to be the 
first directory to cover the caulking 
trade and contains information that 
is believed helpful to contractors and 
dealers 


caulking 


as 
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Listed are such items as: how to 
apply caulking compound, where 
caulking is used, how caulking saves 
time and money, architectural speci- 
fications, including the asbestos-ce- 
ment Products Association and Fed- 
eral requirements. 

A feature of the directory is the 
introduction of 26 permanent colors 
of caulking compound, to match or 
harmonize with any building ma- 
teria] on the market. Actual samples 
of the colors are illustrated. The new 
colored compounds now eliminate the 
necessity of painting the caulking, 
since it matches the shingles, siding 
or roofing to which it is applied, it 
was announced. 

Copies of the Calbar Caulking 
Directory are available upon request 
to Calbar Paint & Varnish Co., 2612 
North Martha St., Philadelphia 25, 
Pa. 


e 


Orchard Announces Four 
New Glass Red Medels .. . 


Orchard Industries, Inc., 18404 
Morang Road, Detroit, makers of 
Actionrod steel and glass fishing rods, 
recently announced several new 
models in their 1952 line. 








The new, lower-priced solid glass 
600 series—a model available in 
lengths of 5’7”, 5'1”, 4°7” and 3°7” at 
a retail price of $6.45, has the trans- 
lucent Actionglas tip with a gun- 
metal gray collet-type chuck handle 
and plastic foregrip. 

In the tubular glass field, Orchard 
has re-designed the 1400 fly rod 
series—now with both DeLuxe and 
Standard models. The DeLuxe model, 
in lengths of 9’ and 8'6”", is furnished 
with two interchangeable tips for 
trout and bass action. 

Other new models, already in pro- 
duction, include salt water rods and 
a new tubular glass spinning rod. 
The firm has set up complete produc- 
tion and shipping facilities at three 
plants—at Detroit, Hastings and 
Romeo, Mich. 


+ 


Stanley Teols Offers 
New Read-Rite Rale 


Stanley Tools, New Britain, Conn., 
is offering the new Read-Rite rule 
with 2-way reading for easier, quick- 
er measuring. The new Zig-Zag rule, 
No. 156F, is designed to read left 
to right, or right to left, by rolling 
the rule over in a natural manner. 








\ 1 roll off these reels! | 


The Taylor Made Chain 
Display Stand is a proved chain 
merchandiser. It puts chain 
out in front of your customers 
stimulates sales and profits. 
Ruggedly built—it holds up 
to eight reels—gives you a 
complete weldless chain 
department on less than two 
square feet of floor space. 
Size: 51” high, 16” deep, 
16” wide. See your jobber 
for circular giving full details 
and suggested Taylor Made 
Chain Assortments. 


S.G. TAYLOR CHAIN CO. 
Dept. 25 
Hammond, Indiana 


Taytor Mave 
hale at 
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Profitable -; 
Chain Sales- 








Tayior Mabe 


MANUFACTURERS OF 


Cow Ties, Tie Outs, Anti-Spreader and 
Trace Choins plus a Complete Line of 
Welded Chain and Tire Chains for cors, 
trucks, buses, and farm tractors. 
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Why not make sales easy by 
selling your customers 
STAR hacksaw blades, 
frame and metal-cutting 
band saws? Over the years, 
you can't beat this combina- 
tion of the best-selling line 
plus consistent advertising 
to your customers. 


Remember — with the STAR 
line the first sale is easy, re- 
peat sales are easier. 


Sold omly through 
recvogmized distributors 


CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y. U.S.A 


Boker: of Hand ond Power Hack Sew Blodes 
Frames, Motel Cutting Band Sew Biedes 
4 (lemon Lowe Babine 


@ iosis 





This is said to eliminate end-over- 
end twisting or flopping of the rule 

When the rule is opened, gradua- 
tions always lie close to the work 
for easy reading. The new Read-Rite 
is the first line Green End rule fea- 
turing longer wearing nickel silver 
joints with ball-socket action; a new 
plastic finish that protects gradua- 
tions four times longer; and large 
easy-to-read numbers. 


. 


Millers Falls Intreduces 
Follew-Threugh Hele Saw 


Under the brand name of Blu-Mol, 
the Millers Falls Co. Greenfield, 
Mass., has introduced a new line of 
high-speed, heavy-duty, follow- 
through type hole saws in sizes up 
to 4%” in diameter. 

Using a specially selected high- 
speed steel edge welded to tough al- 
loy steel back, these rugged gang cut- 
ting tools are practically unbreakable 
in use and are capable of fast, clean 
cutting in any machinable material 
such as hard and mild steels, alumi- 
num, brass and bronze, iron and steel 
pipes, plastics, etc., it is announced 


Holes to the depth of 1-44” may 
be cut in solid stock. Because the 
body of the saw is slightly smaller 
than the cutting diameter, the com- 
plete tool follows through the hole 
it cuts; thus, cuts may be readily 
made through two or more walls of 
partitions, through both sides of 
large pipes, or to any depth desired 
in stacked material 

Blu-Mol sole saws can be used 
in portable power drills with %” 
chuck for the smaller sizes, 4%” or 
larger on the bigger saws. Or they 
may be used in radial drills, lathes, 
drill presses, etc. The complete line 
includes 40 saw sizes ranging from 
5s” to 44%", 3 sizes of driving man- 
drels equipped with %” high-speed 
pilot drills, and a 12” mandrel ex- 
tension. 





Dealers everywhere 
have found they can recom- 
mend with confiidence—and 
sell with profit—Keystone Meta! 
Insect Screening! Has the un:- 
formity and qualities that make 
it easy to handle and install either 
in today’s big replacement mar- 
ket or new work. Outstanding eye 
appeal, combined with strength 
and durability are extra pluses. 
A full range of meshes, gauges 
and finishes in Galvanized 
Steel Wire Screening, Bronze 
and Clad Aluminum. Send 
today for details and 

prices. 
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Guessing Is Out... 


Fas are moving into one of the most con- 
fusing business periods ever faced by hardware 
men. New methods, new problems—different and 
keener competition confront you each day, and 
the businesses that are ringing up profits are op- 
erated on “know-how” tactics and not guess 
work. AND, SOUTHERN HARDWARE, is 
your assurance of having at your fingertips suc- 


cessful “know-how” ideas and operations. 


ichtaans HARDWARE is in constant 
touch with the developments within the Southern 
and Southwestern trade and is the first to report 
them for your benefit. The editors comb your 
region for important news and features that will 
keep you informed, and the over-all objective is 
the publication of articles to help you increase 
your efficiency, your service, and your profits with 
regional news of the trade and the exchange of 


successful experiences and ideas of hardware men. 


S. cash in on the business research done by our 
staff of seasoned editors. Take advantage of the 
working knowledge that top authorities in your 
field place at your fingertips through the pages of 
SOUTHERN HARDWARE. Each issue is de- 
signed especially for YOU and YOUR problem 
in YOUR business. 


If you are not now a subscriber, or if your subscription is 
due for renewal, send in your order today—1 year $1.00, 
3 years $2.00. 


SOUTHERN HARDWARE 


806 Peachtree Street, N.E. Atlanta 5, Georgia 
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For beauty, cones, op- 
peol pnd getting the job- 
done — nothing sells like Murray window 
ond ventilating fons. Be prerored for 
the summer boom in ventilotion. See 


your Murray distributor today. See 





DISTRIBUTORS 
4) Zs va , / 


6 1933 21.) 







Semply report unsold fon inventory to Murray 


otter & 
: 
ventory et 
7 


1 inventory 





secson—for FULL CASH CREDIT. No in 


carry-over, no tie-up of capito! Repo 





ond get check. You con't lose 


EASY TO INSTALL 


JUST DROP IN PLACE 


Nothing to r ew dow 
flot-as 

















o-flounder attic f 


whisper-quiret or , fi 


Any-one-cc 
mokes Murray th 
most demonded pack 


tilating fan av 


Shutters ore f 


cords ' 






COmramy OF Teras cat 


VENFIEREINGS WINDOW FANS. 


C. BIGLIN COMPANY, INC. 


eroecra 
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,F maeers steeert 
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Rack Up More Sales - Rake in More Profits 


vis REEVE Shure Sell 
GARDEN TOOL 
DISPLAYERS 





The new improved KEEVE Shure Sell 
Garden Tool Displayers are being wel- 
comed by hardware men everywhere 
as the most practical, economical and 
sales-producing advancement in gar- 
den tool displayers in the past 10 years! 
Fasy to Install... Last a Lifetime . . . Steel 


for Strength . . . Riveted Construction for 
Durability .. Durasbine for Gleaming Beauty! 


SHOVEL 
DISPLAYER No. 418 
Holds 6 long handled shovels, 
spading forks, cultivators, lawn 
edgers or similar tools 


RAKE— PITCHFORK 
DISPLAYER No. 420 
Holds 8 rakes or pitch 
forks in a neat step- 
down row 


HOE DISPLAYER No. 417 
Slanted single bar with 8 
slocs for hoe display 


Flexible, interchangeable 
Items above are slorted for 
use on steel rails...Or 

may be screwed direct 

to wall. Displayer rails 
supplied as shown 


WOOD CABINETS ARE NOT FURNISHED 


“D” HANDLE TOOL DISPLAYER No. 09 


— Used in pairs these see! 

Ka brackets provide space 

saving displayers for 

posthole diggers, forks and other tools best 
displayed at floor level 


Send mow for brochure giving 
full description 


Our New Catalog just Off the Press! 
Send for it today! Hundreds y 











of new improved items from 
ticket holders to large display 
ues ™ 


REEVE COMPANY 


ng America’s Retailers since 1913 


214 S Grand Ave Los Angeles 7, Calif 














Personalized Reel Cataleg 
Offered by Ocean City ... 


A new idea in reel catalogs is be- 
ing offered by Ocean City Mfg. Co., 
Philadelphia, Pa. The small, compact 
format was designed so that the cat 
alog fits a standard No. 10 business 
size envelope. 

In spite of metal cutbacks, Ocean 
City is manufacturing a complete 
line of quality reels for every pur- 
pose. The entire line is illustrated 
and described in this new catalog 

At a nominal charge, dealers can 
have their name and address im- 
printed in the upper right hand cor- 
ner of the cover. Unimprinted copies 
are available at no charge, the man 
ufacturer announced 


. 


Pre-Conditioning Featured 
In New Wooster Brushes. . 


Better all-around performance is 
the claim for a new line of 100 per 
cent pure Nylon paint brushes now 
being manufactured by the Wooster 
Brush Co., Wooster, Ohio. Called the 
Nu-Century line, to observe the be- 
ginning of Wooster’s second hundred 
years of brush-making, the new 


brushes feature pre-conditioned nyion 
filaments with flagged tips. 
Although 


made only in master 





painter types at present, according 
to S. R. Welty, president of the com- 
pany, ultimate plans are to offer Nu- 
Century nylons in all sizes for both 
painter and consumer trade, it was 
announced 

Chief advantage of pre-condition- 
ing in Nu-Century line Nylons is bet- 
ter paint pick-up, it was pointed out 
Action of the flag-tipped filaments 
is much the same as that provided 
by hog bristle, which permits pick 
up and release of a full load of paint 
No break-in period is required, and 
the brush is said to reach a state 
of top efficiency sooner than other 
Nylon brushes. Pre-conditioning also 
is said to retain the long-wearing 
qualities of Nylon filament. 

Wooster Nu-Century brushes are 
formulated according to scientifically 
proved formula, and all lengths of fil- 
ament are tipped to assure top per- 
formance for the life of the brush, i 
Was announced 
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HOLD-E:-ZEE 


The Original 
Automatic Grip 


SCREWDRIVERS 


. backed by inviting 
displays, substantial 
national advertising, 
outstanding features, 
and unsurpassed 
quality—Hold-E-Zees 








ORDER 
move steadily THRU 
from your shelves, your 

on JOBBER! 


each sale creat- 
ing a satisfied 
customer. 


FOR BOTH 
TYPES OF 
RECESSED 
HEAD SCREWS 


One Bit Fits Both Types 


UPSON BROS., INC. 
ROCHESTER 14, N.Y 
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New 1952 Ezy-Kut Power 
Mewers Intreduced ... - 


Bearings and Transmissions, Inc., 
Memphis, Tenn., has introduced its 
new line of 1952 Ezy-Kut power mow- 
ers, featuring a wide price range and 
new improvements. 

Featured in the line of Ezy-Kut 
mowers are: front guard which is 
said to practically eliminate throwing 
of rocks, sticks, etc. and which is 
removable for cutting high weeds and 
grass; blades made of finest grade 
spring steel, tempered to insure a- 
gainst breakage and to hold their 
edge longer, and double-edged 
give two blades in one; motors made 
by leading manufacturers with 12 
month warranty; wheels with ball 
and sleeve bearing and semi-pneu- 
matic, oversize, balloon-type tires; 
and adjustment facilities to adjust 
for any height cut, from grass to 
house-top-high weeds 


ee 


Ezy-Kut mowers include both gas- 
oline and electric models and range 
in price from $39.95 to $139.95. Shown 
here is the $39.95 electric mower, 
which is said to be the lowest priced 
rotary machine on the market today. 

Illustrated literature fully describ- 
ing the various models introduced is 
available upon request to the manu 
facturer. 
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Great Neck Offers New 
Hack Saw Blade Display 


Great Neck Saw Mfrs., Inc., of 
Mineola, New York, is offering a new 
high speed molydenum hack saw 
blade display which uses small 
counter space. 

The MO 25 display holds 12 No. 
GM high-speed blades: six 10”, 18 pt; 
six 10”, 24 pt. The sturdy high speed 
blade is made of molydenum special 
alloy steel and is accurately heat- 
treated for durability and fast cut- 
ting. The blade is said to be ideal 
for cutting chrome, nickel alloys, etc 


lengths. Power is 
derived from self- 
contained power air 
source or power 
take-off compressor 


Miller-Rebinson Announce 
Air-Powered Pruning Saw 


Addition of a new, lightweight, air- 
powered, hand pruning saw with cut- 
ting capacity to 6” has been an- 
nounced by the Miller-Robinson Co., 
Los Angeles, Cal. 

The saw weighs only 5% pounds, 
and standard length is 36 inches, but 
several lengths are available, de 
pending upon the purpose required 
It is easily handled, operates at 15,000 
strokes per minute and will not buck, 
chatter or bind, according to the 
manufacturer. Blades are easily re- 
moved for sharpening when neces- 
sary. Several types of economical 
blades also are available for various 





types of work 

Any self-contained power air source 
or power take-off compressor with 
capacities from 8 to 30 cfm, depend- 
ing upon units supplied, can be used 
as a power source for Miller-Robin- 
son limb lopper equipment 

Also announced recently was a new 
air-powered lopper with insulated ex- 
tension wand which provides pro- 
tection against electrical shock. It is 
said to be ideal for power, utility, 
telephone and rural electrification or- 
ganizations 

Complete information on the Limb- 
Looper line of air-powered pruning 
and clearing tools can be obtained 
from Miller-Robinson Co., 7021 Ava 
lon Bivd., Los Angeles 3, Cal 











¢ 


a TANDROTINE... 


e's Proven Fairtt Thinner! 











amous TANDROTINE has been returned to the market by 
popular demand! TANDROTINE is recommended wherever a 
high grade paint, enamel or varnish thinner is required. 


Preferred by professional painters and homeowners alike, TANDRO- 
TINE has a high flash point, pleasing odor and is non-irritating. It's 
excellent for thinning, cleaning brushes, removing paint and grease, 
dissolving wax and a hundred other household uses. 


TANDROTINE is a@ high | pen product... as 


fine a thinner as any on 


for a = economical price! Get new profits, 
bigger sales . . . Stock TANDROTINE today! 
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mer sales by ordering Cheney 
Nail Helding Hommers today. 
Sure-fire soles appeal, with the 
exclusive Cheney Nail Holding 
Device that mokes 
easier, foster. 


nailing 
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Hamilien Introduces First 
Decorated Pieniec Ceoler . 


A decorated picnic cooler, said to 
be the first on the market, has been 
announced by Hamilton Metal Prod- 
ucts Co. and will be available to con- 
sumers shortly after the first of the 


year. 

Called the Skotch Kooler, the com- 
bination picnic cooler and jug has 
an attractive plaid pattern. It is 
sturdily made of coated steel with a 
sanitary viny! finish and is insulated 
throughout with Fiberglass. 

The Skotch Kooler will keep con- 
tents hot or cold for long periods of 
time. Ice cubes, for instance, will 
last for more than 24 hours. Sus- 
pended in the top of the Kooler is a 
removable plastic tray to hold sand- 
wiches or other food which should 
be kept cool and dry. 


Light and easy to carry, it has a 
capacity of four gallons and can be 
used as an auxiliary refrigerator, 
party ice bucket and drink cooler, 
for ice cream, hot casseroles, frozen 
foods, or to keep baby’s formula at 
the right temperature for an extend- 
ed time. 

Further information is available 
from Hamilton Metal Products Co., 
Hamilton, Ohio. 


Sd 


Eversharp Training Manual 
Available te Trade ...... 


The publication of “It’s Easier to 
Sell with Eversharp,” a comprehen- 
sive sales and advertising training 
manual for Eversharp Power Lawn 
mower dealers, has been announced 
by Midwest Mower Corp., 1006 Olive 
St., St. Louis 1, Mo. 

The 22-page book discusses the 
power mower market and helps deal- 
ers determine who are power mower 





NCIES 
CTED EMERGE 

FOR UNEXPETND RECREATION 
FOR ad Standby Ligh! 
ot ar your FAVORITE STORE 





Tens of millions of customers 

are seeing above Comet adver 

tising in national magazines 
d é 


For BIG TURNOVER 
DISPLAY THE COMET 


Write your jobber for discounts 
Write us for FREE sales helps 








More Mass Sales Today Mean 
More Class Sales Tomorrow! 


New "“Rod-'n-Reel" 
a Big Success! 


Has all features 
of an expensive 
reel — smooth- 
running, level- 
wind; holds 
100-yard line. 
Detachable 
handle, compo- 
sition cork 
grip; oil-tem- 
pered steel 


blade. 


Send for 
bulletin. 





PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO. INC 


5223 Highland Ave., Niegara Falls, N. Y. 
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DECORATED 


















Tack Tt on Paste Wt 
There's a bright, 
beautiful 


WALLRITE design 


for 
every room 
in the house 


Manvfoctured Exclusively by 


FLEMING & SONS, Inc. 
Dalles, Texos 
(NEWSPAPER MATS identical to this 
are available te dealers.) 





prospects in their communities. It 
also tells dealers how to display and 
demonstrate power mowers to their 
greatest advantage and illustrates 
each of the four Eversharp power 
mower models and sizes, as well as 
the three hand mower models and 
sizes 

Other important information in- 
cluded is: mower assembling instruc- 
tions; parts price lists for power and 
hand mowers; and the complete va- 
riety of advertising helps — all il- 
lustrated — which are now available 
to Eversharp mower dealers 

The booklet is available upon re- 
quest to the manufacturer 


° 


New Garden Hose Repair 
Fitting by H. B. Sherman 


A trend to smaller sizes of plastic 
garden hose is said to have led to 
the development of a specially de- 
signed repair fitting by the H. B 
Sherman Manufacturing Co. of Battle 
Creek, Mich. It is the Sherman “long- 
grip” No. 85CL 7/16” coupling for 
connecting or mending 7/16” and 
smaller plastic hose. 





The coupling employs the Sherman 
patented “staggered fingers” in a 
special design to conform to small 
diameters and hold plastic hose with 
a deep biting grip. The multiple cor- 
rugated tail piece has a channel in 
the compression area that enables 
the fingers to compress hose for 
maximum grip. 

The new products is packaged in 
an attractive counter display carton 
containing 12 couplings. 
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LAWN and GARDEN TOOLS 






De-Klip 


Companion 


»» O66-Klip's 
and Hedge Sheer 


~ornattliaaee 
rolls slong otter 











79 














WHEN YOUR CUSTOMER 
FOR THE BEST 








ooo SELL 


CHANNELLOCK 


Made ouly by CHAMPION DeARMENT 


Channellock pliers are made by skilled 
crattamen of a company known for nearly 
3/4 of @ century for ite highest quality pro- 
ducts. The outstanding features of Channel- 
lock pliers such as Longer Wearing, No Wear 
on the nt Bolt, Closely Spaced Adjustments 
end Greater Strength make them the most 
desired pliers 

Whenever your customers ask for pliers 


Hand them 








: help them select the Best 
Channellock 

And remember 
ment makes Channellock 


D.3 tedey 


Only Champion DeAr- 
Send tor Catalog 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channeliock plers are listed iw the 








CLASSIFIED 


SALES REPRESENTATIVE FOR FLORIDA. 
Well established light hardware manufac 
turer wants young man to call on hardware 
dealers and lumber dealers in state of 
Florida to promote sales through jobbers 
Prefer man now calling on trade with one 
or two non-competitive lines. Attractive 
commission arrangement. Write in complete 
confidence advising age, territory now cov- 
ered, bow often you cover it, and lines you 
now carry. Address Box 658, c/o Southern 
Hardware, 806 Peachtree Street, N_E., 
Atlanta 5, Georgia 


Metaleraft Intreduces New 
Magikan Step-on Container 


Metalcraft Manufacturing Corp., 
Memphis, Tenn., has announced its 
new line of Magikan step-on con- 
tainers, available in four models to 
help reduce inventory problems. 

The containers include both 15 and 
20 quart capacities Two models 
feature aluminum outer housing, lid 
and inner container, while the other 
two feature heavy gauge treated steel 
outer housings and lid with aluminum 
inner container. 











avail- 
each 


“Air Wing” toe control is 
able on all four models, and 
features an automatic sta-open, odor- 
sealing lid cushioned with Koroseal 
Of modern square design, with round 
ed corners and rolled edges, the units 
are available in both 14 and 16 inch 
heights. Finishes include unpainted 
satin finish-aluminum and _ baked 
enamel colors — white, red or yel- 
low. Weights include 5, 644, 642, and 
7-%4 pounds 

Illustrated and descriptive litera- 
ture is available upon request to the 
manufacturer 


. 


Cleveland Twist Drill Ce. 
Offers New Drill Line . . 


A new line of drills, available sin- 
gly or in self-selling display cartons, 
has been introduced by The Cleve- 
land Twist Drill Co 
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Red Devil 
now adds the newest 
type of floor machine to its y! 
complete line ...a versatile | 
floor conditioning unit that 
polishes, buffs, waxes, scrubs, 
“steel wools,”* and sands*. 
Twin 6” brushes — easiest 
to guide * Weighs 19 Ibs. 
* Powerful “% H.P. motor 
Underwriters’ Approved 
* White plastic bumper 
Backed by national adver- 
tising, compl merchandi 
ing aids. 
*Unit in reconditioning kit 
at slight extra cost. 

















Each set of drills comes in a clear 
plastic cylinder with screw cap. This 
container gives good visibility and 
makes selecting the right drill easy. 
Six of the new drill sets contain high 
speed drills, either regular length 
or the shorter home length for use 
in portable electric drilling machines 
Three sets contain carbon steel drills, 
regular length only. Each offers a 
complete assortment of popular sizes, 
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CONSUMERS CRACK FILLER 


(COLO warts PUTTY) 


ED Fo. cracks, holes, and crevices in wood 
plaster, tile, stucco, ond cement 


A “best seller” becouse # 

@ Dries hard 

@ Won't crumble, chip, or fall ovt 

@ Stoys where it's put—holds screws 
nails, tocks 

@ Woter resistont 

@ Easy to work with—con be molded 
sanded sawed, pointed o: stained 

@No waste—mix with woter only os 
needed 


Pocked in 1, 5 ib. cartons; also 25, 50, ond 
100 i. drums 


Try # yourself. Find out why easier, faster re 
pairs con mean easier, foster soles. Order from 
your wholesoler, or direct from us 


Another “Product of Merit’ by Consumers 


Sn NEI RF = SR 








catia ae 


CONSUMERS 











from 1/16” to 1/4” or from 1/16” to 
1/2”. 

Colorful display cartons hold either 
six or 12 drill sets, depending on the 
size of the drills. 

Prices and full information may be 
obtained from The Cleveland Twist 
Drill Co., 1242 East 49th St., Cleve- 
land 14, Ohio, or from the company’s 
stockrooms in New York, Detroit, 
Chicago, Dallas, San Francisco or 
Los Angeles. 


° 


New Catalog Issued for 
Challenger Hand Tools . 


Penens Corp., Schiller Park, IIl., 
has issued a new catalog on its com- 
plete Challenger hand tool line. It 
is 8% x 11 inches in size and is 
Kalamazoo-punched for binding 
Plastic coating on the cover insures 





long life, and pages are lithographed 
on fine enamel stock showing each 
tool to best advantage. The catalog 
is fully illustrated with detailed de- 
scriptions of individual tools, mer- 
chandise boards, tool sets and tool 
boxes. 

The catalog is available to all deal- 
ers and wholesalers. Challenger’s new 
catalog, No. C851, can be obtained 
by writing direct to Penens Corp., 
on store or company stationery, or 
by request from your wholesaler 


+ 


Sythax Offers New 
Five-in-One Tool . . 


Sythax Co., 445 Tennessee St., 
Memphis 3, Tenn., is now manu- 
facturing five practical tools in one 
unit — a scythe, brush hook, hoe 
weed cutter, and axe 

Features include: a strong hard 
wood, oval-shaped handle; patented 
sigmoidal shank that gives proper 
balance; high-steel socket double riv- 
eted; steel channel support for blade 
that eliminates vibration; and a 
double-edge blade of fine tool steel 
that is easily sharpened without re- 
moval. 


The shank is extra heavy with 
steel channel support for blade, 
which is 11%” long, 3%” wide 


Weighing 55 pounds per dozen, the 
Jumbo Sythax is packed one-half 
dozen to the bundle 

Additional information is available 
from the manufacturer upon request 





CONVENTION DATES 





Alabama Retail Hardware As- 
sociation, annual convention 
and trade show, March 30- 
April 1, 1952. Headquarters 
Hotel Whitley, Montgomery, 
Ala. Secretary, Mrs. Euna G 
Ramsey, Room 203, 1926 - 4th 
Ave., Birmingham, Alabama. 


Arkansas Retail Hardware & 
Implement Association. annual 
convention, Feb. 21-22, 1952 
Headquarters, Hotel LaFayette, 
Little Rock, Ark. Secretary, J. 
Wayne Tisdale, 604 Rector 
Bidg., Little Rock, Arkansas. 


Hardware Association of the 
Carolinas, annual convention, 
June 9-11, 1952. Headquarters, 
Hotel Charlotte, Charlotte, N 
C. Secretary, Mrs. Sally C. Mas- 
ten, 118% E. 4th St., Charlotte 
2 &: G 


Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annual 
joint convention, May 19-21, 
1952. Headquarters, Geo. Wash- 
ington Hotel, Jacksonville, Fla 
Secretary, W. W. Howell, Box 
183, Waycross, Georgia. 
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HORSE COLLAR PADS 





For every work horse and mule 
“The pad with the rust-proof 
red hooks” 


Tapatco 


TRACTOR SEAT | CUSHIONS 











For every tractor and farm 
implement seat 


See your jobber or write us. 


THE AMERICAN PAD & TEAKTILE CO 


Greenfield, Ohie 


MAKERS OF FAMOUS TA-PAT.CO 
HORSE COLLAR PADS SINCE 188! 




















CHECK YOUR 


MOSSBERG 
STOCK 





Now’s the time to check your 
stock of Mossberg rifles, shotguns 
and telescope sights. 

Your jobber can supply you 
promptly with most models—to 
give your customers the wide se 
lection that assures quick, profit 
ible sales 


® 


Oo. F. wepeceene é & SONS, 
24701 St. John St., New Hoven 4 


Inc. 
. Conn. 











COWS 


pb iiifp 


& GREAT LINES 


They make your 
faster and more 


Five price levels 
selling 
profitable 


easier, 


Select just the kind of bowls at 
trade will want and 
Knowing about Old 


bow Is 


prices your 
buy freely 
Colonial” and “Caesar Salad 


‘ a must 


New descriptive folder and price 
list will tell you about all five lines 
Write today. Action will bring you 


a good sales idea 


J. SHEPHERD PARRISH CO. 


205 W. Wecker Drive 





Chicego 6, i. 








Kentucky Retail Hardware As- 
sociation, Inc., annual conven- 
tion and trade show, Jan. 22-24, 
1952. Headquarters, Brown Ho- 
tel, Louisville, Ky. Secretary, 
Dwayne L. Laws, 501 Repub- 
lic Building, Louisville, Ken 
tucky. 


Louisiana Retail Hardware As- 
sociation. annual convention, 
April 20-22, 1952. New Orleans, 
La. Secretary, David O. Mans- 
field, Box 1696, Jackson, Mis- 
sissippi. 


Mississippi Retail Hardware 
Association, annual convention, 
June 15-17, 1952. Headquarters, 
Buena Vista Hotel, Biloxi, Miss 
Secretary, David O. Mansfield, 
Box 1696, Jackson, Mississippi 


Missouri Retail Hardware As- 
sociation. annual convention 
and trade show, Feb. 19-21, 
1952. Headquarters, Jefferson 
Hotel, St. Louis, Mo. Secretary, 
Harry F. Scherer, 1189 Arcade 
Bidg., St. Louis, Missouri. 


Oklahoma Hardware & Imple- 
ment Association, annual con- 
vention and trade show, Feb. 
5-7, 1952. Headquarters, Munic- 
ipal Auditorium, Oklahoma 
City, Okla. Secretary, R. K 
Thomas, 515 Midwest Bldg., 
Oklahoma City, Oklahoma. 


Tennessee Retail Hardware As- 
sociation, annual convention, 
Feb. 17-19, 1952. Headquarters, 
Noel Hotel, Nashville, Tenn 
Secretary, Morris Jones, Box 
784, Nashville 2, Tennessee 


Texas Hardware & Implement 
Association, annual convention 
and trade show, Jan. 28-30, 
1952. Headquarters, Baker Ho- 
tel, Dallas, Texas. Secretary, 
Ray M. Souder, 822 Texas Bank 
Bldg., Dallas, Texas. 


Tri-State Hardware & Imple- 
ment Association, annual con- 
vention, Feb. 10-12, 1952. Head- 
quarters, Hotel Herring, Ama- 
rillo, Texas. Secretary, M. D 
Shepherd, Canyon, Texas 


Virginia Retail Hardware As- 
sociation, annual convention 
and trade show, March 25-27 
1952. Headquarters, Hotel John 
Marshall, Richmond, Va. Sec- 
retary, G. T. Omohundro, Jr., 
Scottsville, Virginia. 


West Virginia Hardware Asso- 
ciation, annual convention and 
trade show, Feb. 18-20, 1952 
Headquarters, Waldo Hotel, 
Clarksburg, West Va. Secretary, 
James C. Fielding, 1628 Mc- 
Clung St., Charleston, Wes‘ 
Virginia. 








ORDER THIS SA/E S MA KER TODAY ! 
poe 


Selected, 





A Progressive Magazine for 
Progressive Hardware Men .. . 





All Purpose 
Nozzle Display 


10 Actual Nozzles 


Special, eye-catching display of 10 interchangeable caulk- 
ing gun nozzles. Creates more interest—MORE PROFIT! 
This colorful counter display shows actual Vital nozzles, 
including wide-throat and flat-tipped nozzles for special 
uses. Only $5.45. 

See Your Jobber or Write Direct 


Peooucrs 


MANUFACTURING co 
a Ave ° ‘ 





is SOUTHERN HARDWARE the South and Southwest's own 
home town” magazine published in the interests of the wholesale and 
retail hardware trade below the Mason-Dixon line. For more than 34 
yeers SOUTHERN HARDWARE has been a guide and friend to hard 
ware men and is built on a program of service to readers. From its 
inception as an exclusive hardware publication, SOUTHERN HARDWARE 
has developed its editorial material the hard way and the expensive 
way—by contacting the most successful Southern hardware merchants 
and, in illustrated feature articles explaining in practical detail the 
business management and sales promotion methods being used success- 
fully. Each subject is given special attention in its relation to the 
special needs and problems of Southern hardware men 

Why don't you cash in on the business research done by our staff of 
seasoned editors. Take advantage of the working knowledge that top 
authorities in your field placed at your fingertips through the pages 
of SOUTHERN HARDWARE 
if you are not now @ subscriber, or if your subscription is due for 
renewal, send in your order today—! year $/.00, 3 years $2.00 


SOUTHERN HARDWARE 


806 Peachtree Street, N.E. 








IOWA 





MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, 





@ HANDSAWS 
@ CROSSCUT SAWS 


@ CIRCULAR SAWS Pe 
@ HACKSAWS 
@ KEYHOLE SAWS \ VT ae 
@ ALL OTHER TYPES 
f. ¢. ATKINS AND COMPANY 
i Indienepelis 9, Indiene 


402 Sovth Illinois Street * 
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sells the 


~ YANKEE” 


130A Q-R’ Spiral 


























A tool that makes time for 
your customers makes sales 
for you. The “Yankee” 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 
home. The quick-rcturn 
(Q-R) spring automati- 
cally returns the handle 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 

easy one-hand job of 

driving and drawing 

screws even in awk- 
ward positions... 
overhead or down be- 
low, in narrow places 
or “blind” applica- 

tions. That's the 

kind of speed with 
manpower econo- 
my aman can see 
in a moment and 

buy without hes- 


itation. That's 
worth money 
on the assem- 
bly line, in the 
shop, for all 
kinds of mainte- 
nance work. Built 
to do hard work 
the casiest way... 
for years and years 
of willing service. 


HH) 





extro drills sockets bits with counter 
bits centering sinks 
sleeve 
KJ 


“YANKEE” TOOLS 
NOW PART OF 


THE TOOL BOX 
OF THE WORLD 


NORTE BROS, MEG. CO. 


MINA Iphia 33. Pa. 








Olin Intreduces New 
Angle-Head Flashlight 


A new angle-head flashlight which 
includes a strong clip is being intro- 
duced in a pre-tested new full-view 
carton by Olin Industries, Inc., New 
Haven, Conn. 

By means of the clip, the flashlight 
may be attached to belt or clothing 
to provide light while leaving the 
hands free. It is of the type used 
by the armed services and boy scouts, 
it was announced, and is ideal for use 
by campers, sportsmen, guards, of- 
ficers, and others requiring a flash- 
light that need not be hand-held 
while in use. 





Second to bear the Olin name and a 
companion of the two-cell straight 
flashiight announced recently, it has 
a three-position safety-lock switch, 
spare lamp carrier in its deep cap, 
barrel-length ribbing for firmer 
hand-grip, and is made of high-im- 
pact polystyrene. 

The full-view carton used to display 
the angle-head flashlight is open on 
two sides, permitting examination 
and trial of switch and beam. 

The flashlights will be sold either 
in display units of six, or individually, 
and they carry a suggested retail 
price of $2.15 each, without batter- 
les. 


* 


Red Devil Cuts Prices on 
Fleor Conditioning Units 


Red Devil Tools, Irvington, N. J 
announces reductions on its three 
most popular floor conditioning 
machines: The retail price of FP-23 


has been reduced from $34.95 to 
$24.95; FP-11 from $106 to $99.75 
(net cost to dealer); and No. 444 
floor sander from $313.50 to $299.75 


‘net cost to dealer) 

Volume production and sales made 
the reductions possible, it was an 
nounced. 
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Exceptional 
VALUE! 
for 1952 





The New 
Peerless 
FREZO 


Today’s outstanding freezer value 
—the new FREZO. A 
sturdily built freezer made by the 
makers of the well known Peerless 


Peerless 


Freezer. Its low price for a quality 


freezer makes it an exceptional 
value and an attractive leader for 
quick turnover and increased prof 


its in "52. Ask your jobber 


Household Sizes: 2 to 8 Ots. 
Features 


Otans wCL084O 


160 
| 








Write us for complete information. 
See your jobber. 


The PEERLESS FREEZER CO. 


Winchendon, Mass. 





82-A 














How Can America Produce All the Steel It Needs 
... for Military... and Civilian Purposes ? 








FREE BOOKLET Tells How to 
Conduct Scrap Salvage Program 
in Your Business 


) 


Address Advertising Council, 2: 
W. 45th St., New York 19, N. Y 








82-8 


One way is to feed more pig iron into 
the furnaces. But . . . 

That will require more supplies of ore, 
limestone, coal, etc.*—to say nothing 
of more new ore boats and rail cars to 
transport the additional supplies. 

A better way—the only practical way 
—is to use the dormant iron and steel 
scrap lying around in the form of old 
machines, equipment, tools and metal 
structures. 

Your business must have available 
scrap—in some form. That scrap is 
needed to keep the furnaces going in the 


steel mills . . . to keep our fighting 
forces and our allies well armed . . . to 
sustain our civilian life at home. 
Think how many ways you use iron 
and steel. Think what would happen if 
it became extremely scarce. Put your 
iron and steel scrap to good use—now 
— by selling it to your local scrap dealer. 
Don’t delay—the emergency is be- 
coming more severe every day. 


*For every ton of scrap fed into the furnaces, 
we save approximately 2 tons of iron ore, 
1 ton of coal, nearly 4 ton of limestone and 
many other critical materials. Also, scrap helps 
make steel faster, shortens the refining process. 


NON-FERROUS SCRAP IS NEEDED, TOO! 
This advertisement is a contribution, in the national interest, by 


SOUTHERN HARDWARE 
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JANUARY, 1952 


FARM EQUIPMENT 


806 Peachtree St., N.E. 
Section of SOUTHERN HARDWARE Atlanta 5, Ga. 


Here’s THE LINE for a more profitable NEW YEAR 
for you and your customers! 


Year-in and year-out, the MM line is a _helps, through the knowledge that you are 
profit line for you and your customers. in business for yourself when you handle 
You profit through your regular margins, the powerful line of MM Modern Machin- 


through MM’s sales-getting promotional ery. Your customers profit too... by 
investing in dependable, money making 


machinery that’s famous for top perform- 
ance in every field. 

Now, with a new year ahead, take 

another look at the line that can 

produce profits for you and your 

customers. Demonstrate and 

sell the line that delivers the 

features that count—in trac- 

tors, in power units, in the 

complete line of modern 

farm machinery. 





Here's your line- 

wp of profit-pro- 

ducing power: 

From top te bottom, the mighty 

MM Model G Tractor, 4-5 plow 

power, the big tractor that han- 

dies the big jobs at lower cost... 

the popular 3-4 plow power MM 

Model U with the famous U engine v4 

thet produces greater torque to do 

more work .. . the MM Z Tractor, 2-3 plow power, 

with the simplified engine that hes 140 fewer ports 

then conventional valve-in-head models . . . the 

famous 2 plow MM Model R that provides heavy-duty cy 

performance with maximum economy ... the MM 
Avery BF, another 2 plow model that han- 
dies the toughest 2-plow jobs at lower en- 

gine speed ...and the MM Avery Model V, 


Meetarous Mower ie 
| 
‘ af ih for big production on smaller farms, real ver- 
cotati | sotility as second tractor on larger farms. 
Quality Control (m 


— 
LNA 
MM FACTORIES ASSURES 


MINNEAPOLIS-MOLINE “Guam” 


MINNEAPOLIS 1, MINNESOTA 














pemericas Largest Selling... 





_ parttest Selling 





Ezee Flow Models ''55"' & "66" 


Wore Farmers Buy 


EZEE FLOW 
Than Any Other Spreader 
because... 
Only Ezee Flow is guaranteed to spread 
any fertilizer in any condition in exact 
amounts...uniformly and accurately with- 
out clogging...or money refunded. Ezee 
Flow is the most complete line of ferti- 
lizer application equipment in America. Ezee Flow Universal Seeder 


ae ee” a 
———— 
— 


EZEE FLOW CORPORATION 


World's Largest Manufacturers of 
Fertilizer Application Equipment 
Dept. SH-1, 10 S. Le Salle St., Chicago 3, Ill. 


Copyright, 1952, Ezee Flow Corporation 


Ezee Flow Grass Seeder 
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Parts man, right, makes some 
final ggesti to t 

who is leaving repair shop. 
This practice often develops 
AAI > h 4 Below: a 
close check on repair work in 
progress will reveal worn parts 
that will soon need replacement 











Selling by Suggestion 





f pony CAN BE no place for half- 


way sales efforts if the farm 
equipment dealer is to build a 
substantial parts volume, accord- 


ing to W. B. Watkins, parts man- 
ager for B. M. Woodfield and Son 
farm implement dealers in Damas- 
cus, Maryland 

On practically every sale, Wat- 
kins pointed out, additional items 
can be sold if the parts counter- 
man is alert to closely related 
parts which might be suggested to 
the customer. As the result of such 
sales tactics, this company con- 
sistently exceeds its set monthiy 
quotas on parts by from 30 to 80 
percent. 

It is essential, Watkins con- 
tinued, that parts employees know 
parts, talk parts and be backed by 


Boosts Parts Volume 


By 


a well-stocked department 

‘A parts manager who goes over 
his stock constantly, knows the 
uses of parts and, as a matter of 
sales policy, steadily suggests parts 
replacements to customers will 
build a sizable parts volume, and 
in time customers will recognize 
these reminders as a definite serv 
ice.” 

Watkins cited some examples of 
the kind of “selling by suggestion 
that has paid off for this firm 

A customer came into the 
recently and requested four valves 
and one guide. Watkins questioned 
him as to whether one guide was 
enough, and sold him two. He sug 
gested lockrings and sold the cus 
tomer four. After further question 
ing a head gasket was added to the 
sales slip. Watkins suggested a 
sediment bowl, and with the sale 
of this item, the transaction was 
closed 

He cited other 
cautioned that a parts salesman 
cannot assume a need. When 
equipment has been brought in for 
specific service, it is only wise 
practice to consult the customer 
before adding other parts 

This approach to sales has been 
effective in moving parts at a 


store 


instances, but 
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B. Miller 


faster rate. Sales in a recent month 
follows 
Tractor parts— 
Quota $449 
Implement parts 
Quota $350 
Accessories 
Quota $160 Sales $560.68 
Watkins emphasized the im- 
portance of having parts in stock 
needed them and of 
carrying an ample inventory of 
fast-moving items. To this end the 
company maintains a parts inven- 
valued at more than $18,000 
the numbered 
observing and 
that should 
only keeps 
demand, 
that is 


were a 
Sales $568.91 


Sales $630.58 


when farmer 


tory 

By going over 
bins constantly 
keeping in mind part 
move, Watkins not 
aware of parts in great 
but watches closely stock 
not moving 

For example, he had on hand a 
number of air cleaners for tractors 

items that were not moving. 

‘They were perfectly good prod- 
and I knew there were cus- 
tomers who could put them to 
good use provided someone re- 
minded them they were available,” 
he said. 

By bringing these to the atten- 
tion of all customers, he succeeded 

(Continued on page 88) 


ucts 





Through demonstrations and 
use ef a full-time outside 
salesman, aggressive dealer } 
is capitalizing on this market 


By Ress Helman 





Mow They’re Cashing in on the 


Rural Appliance Market 


(PME RURAL APPLIANCE market 

broadened by the farm electri 
fication program—is a natural 
source of additional profits for 
farm equipment dealers, according 
to Carney Harris and D. L. Goad 
owners of the Springfield Imple- 
ment Co., Springfield, Tenn 

To capitalize on the widespread 
demand by farm families for all 
types of appliances, these dealer 





maintain a separate appliance se¢ 
tion and employ a full-time ou 


side salesman 
Though appliance sales have 





slumped in many sections of the 
country, Harris has no complaint 
about his volume. It has been 
steadily good, he says, because the 
rural market for appliances is far 
from reaching the saturation point 
As proof of this, he points out the 








fact that more farms every da) Top: John Scott, company’s outside salesman, reports to Carney Harris 
are being electrified which, in following a day's sales and demonstration work. Above: Here, Scott 
turn, creates new customers for demonstrates proper method of packaging perishables for storage in a 


appliances home freezer. This customer had attended a community demonstration 


In Harris’ opinion, implement 


dealers, in selling appliances to the their territory and know their day the kilowatts began to flow 
farm trade, have a strong con home and farm needs better than He would go from farm to farm 
petitive advantage over other re invone else offering to install the labor-saving 
tailers who handle these lines. For The company’s outside salesman, conveniences in which farm wives 
one thing, equipment dealers have John Scott, has been promoting had been interested for many 
“one foot in the door” since they uppliances ever since REA began years 

already take care of a farmer’s extending power lines through the The first appliances most of 


machinery and service require rm’s trading area. Back in the them bought were refrigerators to 
ments. They have established early days, he would visit a newly replace old ice boxes. Next came 
friendly relations with farmers in energized community the very washers and ranges followed by 
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A report to you about men and machines 
that help maintain International Harvester leadership 


How the McCormick No. 64 Harvester-Thresher 
earns its IH trade mark 





The No. 64 Comes Off the Line “Threshing” 


Here is an inspector checking the “biggest of the 6-footers” 
at 1200 rpm. cylinder speed. He goes over every moving part 
makes sure all settings and adjustments meet high IH 
standards. This is one of over 5,000 different inspections that 
safeguard the quality of McCormick harvester-threshers. 





Cylinder Balance Can‘t Vary an Ounce 


Every cylinder is statically and dynamically balanced for 
smooth, vibration-free operation. It is run at 1050 rpm. in. 
this dynamic balancer and balanced within limits of one- 
half ounce. Good balance prolongs bearing life, and permits 
setting cylinder and concave close together for threshing 
clover and other small seed. 





Robot Welder Makes Hole-Free Rasp Bars 


Supporting studs are made part of cylinder rasp bars by this 
automatic welding machine. There are no bolt holes to 
weaken the bars or to break their continuous, ribbed thresh- 
ing surfaces. This means cleaner, more complete threshing at 
the cylinder. Quality control guards against defective welds. 





Destruction Tests Head Off Field Failures 


Here is a combine straw rack operating at normal speed 
under heavy overload. The straw rack illustrated has been 
run for 378 hours of operation without adjustment or re 
pair. This test will continue until the straw rack fails. 1H 
engineers use destruction tests, which localize and measure 
wear, to contantly improve McCormick farm equipment. 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use — McCormick Farm Equipment and Formoll Troctors 
Motor Trucks . . . Crawler Tractors and Power Units . 


. Refrigerators ond Freezers — General Office, Chicago 1, Ill. 
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Having completed a sale, Scott here helps load a home freezer for 
delivery to the home of a customer. Cooperation with Home Demon- 
stration Agent has helped the company to develop this business 


some of the smaller items. But 
since REA lines now have been 
extended throughout all but a few 
areas the immediate demand for 
refrigerators leveled off. The 
same refrigerator owners now are 
interested in home freezers and 
are responding well to Scott's 
various promotional activities 
Scott maintains that the average 
farm has a far greater need for 
electrical items than the average 
city home. And he has built a 
sizable volume of trade not only 
for the ordinary home appliances, 


has 


but for electric milk coolers, milk- 
ers, hot water installations for 
washing and _ sterilizing § dairy 
equipment, and for other equip- 


ment 

Scott promotes the sale of home 
mainly through demon- 
strations since in this way he can 
explain the merits of the unit to 
the largest number of 
One way he does this is to put on 
leading 


freezers 


prospects 


a demonstration in 
community during a _ period of 
special farm activity. Two ideal 
periods for such a demonstration 
are just before hog-killing time 
and before strawberry time 

When ready to stage a demon- 
stration he works through the 
Home Demonstration Agent and 
the community womens’ clubs. In- 
vitations are sent out and usually 
50 or more of the women in the 
community attend. Each lady is 
handed an “intention” card on 
which she checks the next major 
appliance she will need. This sup- 
plies Scott with one of the most 
lucrative prospect lists he has, 


some 


especially for home freezers, and 
he follows these up immediately 
after the demonstration 

For the demonstrations, Scott 
has a freezer on hand and arranges 
for a lady specialist who not only 
explains the value of the unit, but 
shows how certain foods are 
cleaned, cut up, wrapped or other- 
wise processed for storage. At hog- 
killing time she shows how the 
backbones, spare ribs, sausage and 
other internal hog delicacies are 
processed and kept fresh until the 
family can consume or sell them 
Similar demonstrations are held at 
strawberry time, and at other 
times when vegetables and meats 
are prepared for storage 

These community demonstra- 
have been instrumental in 
closing many freezer sales, and 
Scott emphasizes that the Home 
Demonstration Agent is an invalu- 
able assistant in the success of such 
promotional plans 

The Home Demonstration Agent 
also has been of much help to 
Scott in his work with 4-H clubs 
For example, at recent 4-H 
meeting the Home Demonstration 
Agent discussed with the young- 
sters their future projects. They 
decided to choose one girl fora 
home freezer project. Scott, who- 
was listening in, offered, free of 
charge, the use of a freezer to 
carry on this project 

After a few months the young 
girl’s parents bought the freezer 
The best results of the project, 
however, came through the pub- 
licity that followed. Other 4-H 
youngsters with their parents 


tions 


one 


visited the home to see how the 
project was progressing. 


Scott has found also that the 
country and suburban stores are 
good prospects for freezers 
Twelve stores in and around 


Springfield now have his units. He 


has placed them in village and 
crossroads stores throughout the 
country. 

Most of these stores were not 


large enough to install the more 
expensive commercial refrigera- 
tion units and until recently they 
missed out on much business be- 
cause of lack of facilities to handie 
the profitable lines of fresh meat, 
fish, ice cream, etc., that the larger 
stores sold 


. 


Boosts Parts Volume 
(Continued from page 85) 


in selling several. Another item 
on hand, a canopy, used to shield 
tractor operators from the sun, 
was not moving 

“I mentioned it to everyone I 
had a chance to talk to and finally 
disposed of it at a good price.” 

He goes back to the shop several 
times a day, discovers whose 
equipment is being repaired or 
overhauled, finds out what parts 
are worn or close to replacement 
takes a few notes and keeps an 
eye out for the customer who will 
come around to get his ferm ma- 
chinery. Then Watkins approaches 
him and talks over his needs 

Accessories are thus given at 
tention as well as parts. Lights, a 
front bumper, new tires are all 
brought to the customer's atten- 
tion. Outside salesmen in their 
farm-to-farm surveys stimulate 
the sale of accessories as they look 
over farm machinery and recom- 
mend needs and repairs 

Watkins maintains that a con- 
stant review of the bins, studied 
with a view to improving buying 
practices and boosting sales, and 
watching quantities on fast- and 
slow-moving parts, keeps his parts 
department ahead of quotas. No 
perpetual inventory records are 
maintained here. 

“It is seeing the part day after 
day, knowing its use that keeps it 
in my mind’s eye,” he said. “I 
even find it good practice to clean 
up and dust the shelves, rearrange 
to conserve space, or place some 
fast-moving parts in more acces- 
sible bins—just to keep parts con- 
stantly impressed on my mind and 
what our customers probably will 
be needing.” 
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PT 
Thee the final page it wrillins 


The cover is closed and labeled, and stamped with the seal 
of a generation. 


It's finished . . . complete in fifty-two chapters, three hundred sixty-five 
pages . . . the latest volume of Man's greatest work. 


And he places it beside the others upon the dusty shelf of Time . . . bold 
record of his thoughts, words, and deeds . . . bound in the blue and yellow 


of nights and days .. . and inscribed to readers yet unborn. 


Indelibly it attests Man's handling of a heritage . . . the discharge 


of a stewardship . . . the good and the bad . . . the successes and the failures. 
Multi-colored are its pages . . . here, a line in the scarlet ink of anger . . . 
there, a word in the brilliant gold of kindness . . . passage after passage 


in the blue of despair and the silver of hope . . . in the green of petty 
prejudice and the purple of majestic tolerance. 


And, fearing posterity's critics, he hesitates to leave it. 


But then he remembers that this authorship of his is a commission, 


a charge that binds him to complete his share of the manuscript . . . and he knows 


that somewhere, somehow, he will find the courage and the inspiration. 


So, once again, Man dips his pen . . . determined that this time he will author 
a better, a finer edition . . . and he reaches for a new book with pages 
which as yet are blank. 


Carefully . . . with confident fingers . . . he inscribes the title: 
Volume Nineteen Hundred and Fifty-Two. 


JOHN DEERE MOLINE ere ILLINOIS 
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Farm Equipment Retailers Now Under 


New Price Control Regulation 


ETAIL SALES of new and used 

farm equipment and repair 
parts now are covered by a tail- 
ored ceiling price regulation — 
CPR-100—which became effective 
December 10 

Previously, resellers of farm e- 
quipment and repair parts were 
covered by the resellers’ CPR-67, 
issued on August 21. The new 
regulation, CPR-100, uses the 
basic pricing technique of CPR-67, 
but is designed to meet the “pecul- 
iar and specific” pricing problems 
of retail sellers of farm equipment 

It is not expected, according to 
OPS, that the new regulation will 
materially affect the general level 
of retail prices prevailing before 
its Issuance, since it is based gen- 
erally on the historical pricing 
practices prevailing in the indus- 
try 

In general, ceiling prices are es- 
tablished on the basis of manufac- 
turers’ current published list 
prices, f.o.b. factory, plus a hand- 
ling and service charge of 5 per- 
cent of the list price, and a charge 
for inbound transportation. 

In the case of new farm equip- 
ment repair parts, ceilings are es- 
tablished as the manufacturers’ 
current published list prices, f.o.b. 
factory, plus either (1) the manu- 
facturer’s or wholesale distribu- 
tor’s handling charge and actual 
transportation cost paid by the sel- 
ler, or (2) a percentage of the list 
price equal to the average per- 
centage used by the farm equip- 
ment dealer during the period 
April 1 through June 24, 1950 

If a retail dealer does not use 
the price list method of pricing, 
he may determine his ceiling 
prices by applying the highest 
markup he realized during the per- 
iod April 1 through June 24, 1950, 
as applied to his net invoice or 
delivered cost, depending upon the 
practice he followed in this period 

Ceiling prices for used farm e- 
quipment and repair parts are 
dependent on the type of seller. 

If a seller purchased the equip- 
ment for use and not for resale, 
the ceiling price is 85 percent of 
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CPR-100 covers retail sales of new and 
used farm equipment and repair parts 


the base price of the item if sold 
within two years of date of sale 
now. If the item is sold within two 
years after its acquisition as new 
equipment, the ceiling price is 70 
percent of its price 

The “base price” is the first of 
the following which can be used 
by the seller: The last published 
list price or if no list price, the 
ceiling price of the same or most 
comparable item when sold new in 
the locality of the sale minus its 
transportation costs 

If a seller acquires used equip- 
ment for resale and resells it with- 
out it being reconditioned or guar- 
anteed, the ceiling price is the sum 
of the following: The trade-in 
allowance or purchase price, $25.00 
or 10 percent of the trade-in al- 
lowance or purchase price, the 
ceiling price of parts needed to 
make repairs and the charge for 
labor and other materials used in 


making such repairs. However, the 
ceiling price is limited to 85 per- 
cent or 70 percent of base price the 
same as applied where the equip- 
ment was not acquired for re- 
sale 

A similar method using slightly 
higher allowances and percentages 
is provided for establishing the 
ceiling where a seller acquires 
used equipment for resale and re- 
conditions it for sale to a user 

Ceilings for used farm equip- 
ment repair parts are established 
as 70 percent of the manufactur- 
ers’ current published list price, 
or the last published list price. 

Sellers must furnish purchasers 
of new or used equipment selling 
for $25.00 or more, with an in- 
voice showing: (1) name and ad- 
dress of purchaser; (2) date of 
sale; (3) a description of the item 
sold, including make, model and 

(Continued on page 100) 





GUARANTER 


The seller hereby warrants that the 
machine or equipment described below 
has been thoroughly inspected and re 
conditioned and that all parts which 
should be replaced, repaired, adjusted, 
or aligned for proper operation have 
been replaced, repaired, adjusted, or a 
ligned 

The seller guarantees that the ma 
chine or equipment described below is 
in good operating condition, and that 
it will remain so under normal use and 
service for a peried of forty-five days 
from the date of delivery. During this 
forty-five day period the seller agrees to 
replace and install any defective or miss 
ing parts free of charge and to correct 
free of charge any mechanical condition 
which prevents the machine or equip- 
ment from operating properly 

This guarantee does not extend to 
tires or tubes or to any repair or re 
placements made necessary by misuse, 
negligence, accidents, or collusion 

The seller warrants that the follow 
ing parts, materials, and Isber were 
needed and actually used in recondition 
ing the machine or equipment since its 
last use. This work was started January 
20, 1952, and was completed January 
24, 1952 





Guarantees such as this must be furnished buyers 
of reconditioned and guaranteed farm equipment 


January 26, 1951. 


Parts 

$10.40 
3.00 
5.50 


1.65 


(1) Set rings 

(2) 4 spark plugs 

(3) Set brake lining with bands 
(4) Cylinder head gasket 


Detthwccccesca 


MATERIALS 
Paint a 
Antifreeze (2 gallons) 
Ol (6 quarts) 
Gas (10 gallons) 


Total 


LaBorR 
25 hours, at $3.00 per hour 
otal. - — 75.00 
Total reconditioning 109.20 
The prices shown do not exceed the 
undersigned’s applicable ceiling prices 
Description of used item 
Make of equipment: A.B.C. Tractor 
Date of Delivery: January 26 y 
Model and serial No.; Model 
No. 126549 
Total selling price 2,042.50 
Jos Doe IMPLEMENT COMPANY, 
Joe Dor, President 


XYZ, 
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ts Great to al 
The BIG BARGAIN %</ 


in Farm Power 
and Utility 


TRATE_ 







the Break-Away plow 
lets go. Back up—plow 
recouples automatically 


V Strike stump or stone— 





IMPROVED 
MODEL “VAC” 
CASE TRACTOR 












With the new Break-Away Plow, rear-mounted on Eagle Hitch of the improved 
“VAC” Tractor, Case dealers are staging spectacular demonstrations in stony, 
stumpy land. They latch onto the new power-take-off hammer mill, pick it up 
by hydraulic control, go grinding anywhere without bother of belting up or 
staking down. With Utility Carrier on Eagle Hitch they load at ground level, 
lift hydraulically, haul huge boxes, big barrels, heavy machines. With bigger 
wheels and tires they demonstrate better traction in soft footing, higher clear- 
ance in cultivating. They show how a whirl of the new steering gear and a 
touch of the new self-energizing brake put the “VAC” through a pivot-point 
turn. By every test, at every task, Case dealers can demonstrate that they have 
the big bargain in farm power and utility. J. I. Case Co., Racine, Wis. 
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Complete 
SELLING JOB 


Ww AN ANNUAL volume that 
approaches $250,000, owners 
of the Jefferson Tractor & Imple 
ment Co., Birmingham, Alabama, 
give credit for their successful op- 
eration to what they call detailed 
selling. The three partners in this 
business—H. D. Barton, M. Y 
Barber and N. W. Hoffman—have 
found nothing to be more effective 
than showing the customer in 
writing just what his money buys 


To illustrate his point, Hoffman 
tells this story. Recently, he was 
called to the farm of a prospective 
customer to discuss prices of the 
various makes of tractors 

“I have priced all makes of 
tractors in the size range I want,” 
the customer said, picking up a 
sheaf of papers from his desk. “I 
have narrowed my choice down to 
yours and one other make. But 
yours is higher in price than the 


N. W. Hoffman, one of the 
partners in the Jefferson Trac- 
tor & Implement Co., explains 
to a customer exactly what is 
included in the list price of a 
tractor. The owners of this 
business have found nothing to 
be more effective in selling 
than showing the customer in 
writing just what his money is 
buying 


other, and I thought I would give 
you a chance to tell me why be- 
fore I bought.” 

“What are you getting?” Hoff- 
man asked. “What size tires are 
they giving you? Does it have a 
power take-off? Does it have hy- 
draulic lift for the implements?” 

Reaching in his pocket, Hoffman 
produced a thoroughly detailed 
list, with complete specifications, 
of every item included in his price 
This list also included recording 
fees, finance charges, down pay- 
ment and balance remaining 

“I suggest you take this list, 
check it thoroughly and see if 
these items are included in the 
price you were given on the other 
tractor,” Hoffman said. “Listed 
here are all of the items you will 
want for the successful operation 
of the tractor.” 

(Continued on page 100) 


Above: Every used tractor sold 
by the company is guaranteed 
against specific defects. All 
used equipment is thoroughly 
reconditioned in firm's well- 
equipped shop, left 
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built ft these who worl the best 


No one knows how many 

Cooper Mowers will be 

available in ‘52 - so it is 

important that you get 

your order in to your 

nearest distributor @ ear- 7 
° ” ly as possible. If you do 
not have his name «write F 
Roller Type Mower for complete information. 
Rubber covered steel roller and caster wheels. New positive 
reel adjustment and new all-steel welded deck. Powered with 
3.1 HP Briggs & Stration motor. Rubber tired Riding Sulky 
(optional equipment). 


30 MILLION readers 
will see Cooper Nation- 
al advertising during 
March, April and May. 
Be sure to get your 
share of the profitable (ff 
sales this national pub- 
licity will create. 
ORDER FROM YOUR 
NEAREST DISTRIB- 
UTOR - BUT ORDER 
EARLY 


KUPPE: POWER eee 


and 20° Cutting Widths 


\ 
GET THE EXTRA 0: COOPER EXCLUSIVE FEATURES 


Fully enclosed oversize Diamond Patented, positive action, non-wearing Patented “Quickset” height adjustment 
chain drive clutch. Simple, powerful, self-locking with a range of %" to 2%" 


Oversize enclosed Timken Reel Extra strong, Zinc die cast alloy frame Power driven weed cutter (optional) 


bensings with antematic tahoup Zine die cast alloy drive pinions with Plus the always dependable Briggs & 
Unbreakable tubular steel handle hardened steel inserts Stratton motors 


COOPER MANUFACTURING CO. wivttiicen tome. Use 


OST == all ete an ner LAURER 
mes € I ez: . 
| > ae 


“Gaee 


aed arty, > 


af ar >» a - & 











CONVENTIONS 





New officers of the Georgia Farm Equipment Association are, left to 

right, front row: Joe F. Pruett. secretary-treasurer; C. A. Moody, presi- 

dent; and M. A. Nuckolis, vice president. Back row: Frank Almand, 

Alvin Wight. Felton Christian. M. T. McDowell, W. F. Schroer, and G. 
W. Westbrook, directors 


Georgia: 


| pear or THE Georgia Farm 
Equipment Association met in 
Atlanta, Ga., December 3-4 for 
their eighth annual convention 

During the first business session, 
presided over by President Earl F 
Lewis, delegates heard discussions 
by John A, Sibley, Chairman of 
the Board, Trust Co. of Georgia; 
R. K. Thomas, secretary of the 
Oklahoma Hardware and Imple- 
ment Association; and Dr. Paul W. 
Chapman, Associate Dean, College 
of Agriculture, University of Geor- 
gia. 

At a manufacturers’ luncheon 
given by the Atlanta’ branch 
houses, association members heard 
R. W. Dibble, International Har- 
vester Co., discuss “Serving the 
Manufacturer.” 

The second day’s business ses- 
sion featured talks by Lewis F 
Gordon, C & S Bank, Atlanta; Dr. 
Milton P. Jarnagin, Animal Hus- 
bandry Department, College of 
Agriculture, University of Georgia, 
and Dr. C. A. Moody, vice presi- 
dent of the association who dis- 
cussed “Successful Service.” 

C. A. Moody, Newnan, was e- 
lected new president of the as- 
sociation, while M. A. Nuckolls, 
Gainesville, was named vice pres- 
ident. Joe F. Pruett, Macon, was 
reelected secretary-treasurer. Di- 
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rectors are: Felton Christian, Ath- 
ens; M. T. McDowell, Columbus; 
Walter F. Schroer, Valdosta; 
Frank Almand, Atlanta; Alvin 
Wight, Cairo; and G. W. West- 
brook, Ila. 


Alabama: 


EMBERS OF THE Alabama Farm 
Equipment Association met in 


Birmingham November 14-15 for 
their eighth annual convention. 

Delegates heard John L. McCaf- 
frey, president of the International 
Harvester Co., and a featured 
speaker on the program warn that 
farmers will not be able to buy all 
the farm machinery they need in 
1952 because of military demand 
for materials. 

Speaking at the association’s an- 
nual banquet, U. S. Senator John 
Sparkman of Alabama discussed 
the international situation and 
ventured the opinion that the 
United States would be in a posi- 
tion to bargain with Russia by the 
end of 1952. 

Meanwhile, Eugene Munger, Jr., 
of Montgomery, the newly elected 
president of the association, called 
for cooperation by dealers in col- 
lecting scrap from farms 

Other speakers included: E. T 
Jensen, works auditor, J. I. Case 
Co., Anniston, Ala.; Harold M 
Schudt, works manager, Allis 
Chalmers, Gadsden, and Dale Wil- 
liamson, sales manager, John 
Deere, Chamblee, Ga. 

In addition to Mr. Munger, who 
succeeds Walter P. Nesbitt, Gads- 
den, members of the association 
elected W. T. Hedden, Huntsville, 
vice president, and re-elected J. T 
Gaillard, Auburn, secretary-treas- 
urer. 

New Directors are: H. J. Kinzer, 
Evergreen: Homer Lee, Troy; R 
Benson Crain, Gadsden; Dean 
Goodsell, Florence; W. R. Taylor, 
Montgomery, and A. C. Allen, 
Selma 


New officers of the Alabama association, seated, left to right: W. T. 

Hedden, vice president: Dean Goodsell, director; Fuller Kimbrell, na- 

tional councilor: and J. T. Gaillard, secretary-treasurer. Standing: R. 

Benson Crain, W. R. Taylor, H. J. Kinzer and A. C. Allen, directors: 
and Eugene Munger, Jr., president 
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cooled tour-cycle engines. ranging trom 
110 2% hg. 





© OUTPUT IN EXCESS OF RATED POWER 
© AMPLE TORQUE FOR PEAK LOADS WITHOUT STALLING 
© QUICK, EASY STARTS EVERY TIME 


Ae ae ee eg eT 
AIR-COOLED INDUSTRIAL ENGINE DIVISION 
12800 KERCHEVAL AVENUE . DETROIT 14, MICHIGAN 
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Georgia Dealers to Attend 
Mechanization Conference 


‘JHE second annual Georgia 
Farm Mechanization Confer- 
ence, sponsored jointly by the At- 
lanta Farm Equipment Club and 
the Division of Agricultural Engi- 
neering, University of Georgia 
will be held January 22-23 at the 
College of Agriculture in Athens. 
Dealers from all over the state 
are expected to attend the two- 
day conference which again will 
feature discussions by leaders in 
the field of agriculture. A high- 
light of the program this year wi!l 
be a tour of the Southern Piedmont 
Conservation Experiment Station 
Included in the first day’s pro- 
gram will be discussions on “Plan- 
ning Soil and Water Conserva- 
tion”; “Equipping a Conservation 
Farm,” and a talk by H. H. Bloom 
president of the Massey-Harris 
Co. The day’s activities will close 
with a banquet to be held in an 
Athens hotel 
The second day’s will 
feature talks on: “Mechanical Cot- 
ton Harvesters’; “Harvesting 
Green Crops”; “Mechanical Corn 
Harvesters”; “Drying and Storing 
High Moisture Corn”; “Machinery 
for Pasture Renovation”; “Ma- 
chinery Problems in Mulch Farm- 
ing’; and “Sprinkler Irrigation 
Results.” 


session 


. 


Deleo Introduces New 
Assembled Water System 
NEW completely 


Pool system, utilizing the 
Delco horizontal jet pump, was 
announced recently as an addition 
to the Delco line, by Delco Ap- 
pliance Division of General Motors 
Corporation, Rochester 1, N. Y 

A Delco horizontal jet pump is 
assembled on a 12-gallon horizon- 
tal galvanized steel pressure tank 
It is only necessary to connect 
suction and discharge lines and 
then make the usual electrical 
connections to place the unit in 
operation. It can be operated on 
either 110 or 220 volt, 60 cycle 
current. 

This new pump is available in 
% and % HP sizes, and the com- 
plete unit includes the exclusive 
Delco Rigidframe Motor’ with 
built-in overload protection, auto- 


assembled 


% 


control, auto- 
pressure 
type self- 


air volume 
20 to 40 pound 
switch, and non-slam 
loading foot valve with spiral 
strainer or check valve as re- 
quired. Capacities range from 480 
to 990 gallons per hour at 20 
pounds pressure within the shal- 
low well range. It is also possible 
to easily convert the pump from 
shallow to deep well operation. 

This new addition to the com- 
plete Delco line is ideal for small 
suburban homes, cottages, camps 
and similar installations 


matic 
matic 


Oliver Corp. te Acquire 
the A. B. Farquhar Ce... 


4 be OLIVER Corporation, 400 W 
Madison St., Chicago 6, IIl., has 
into an agreement with 
the A. B. Farquhar Co., of York, . 


entered 


Pa., 
that the outstanding stock or as- 
sets of the Farquhar Co. will be 


acquired by Oliver through an ex- 
change of stock. Under the agree- 
ment, one share of Oliver common 
stock will be exchanged for each 
four shares of Farquhar. 

A. King McCord, president of 
Oliver, has announced that that 
company has filed a statement 
with the Securities and Exchange 
Commission registering a block of 
its common stock to be issued for 
this anticipated change. According 
to the announcement, the trans- 
action should be completed in 
January. 

Acquisition of Farquhar add to 
Oliver's line of products, spraying 
and dusting equipment and 
orchard and vegetable machinery 
in the agricultural field. Far- 
quhar’s material handling con- 
veyors and food processing equip- 
ment augment Oliver’s industrial 
lines. 


e 


Mobile Sprinkler System 
from Farm Improvement 


NEW portable sprinkler sys- 

tem, the Speed-TOW Giant 
Caster, is being produced by the 
Farm Improvement Co., 3523 
Blake St., Denver, Colo., to elimi- 
nate lifting or heavy labor and to 
make irrigation of large farms a 
job which can be performed by a 
single person and an occasional 
use of a light tractor. 

The Speed-TOW system is in- 
stalled by attaching a caster unit 
at each coupling by means of ad- 
justed collar-clamps along the line. 
The two casters have a combined 
tred of 10 inches and, because of 
their swivel bearings, will move in 
any direction 

The line is connected in the cen- 
ter of the field by a hose joint. 


half is towed to the next position 
and reconnected 


under which it is aes a joint is disconnected, and each 
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Think What 
This. Means... 


To a Farm Equipment Dealer 


A Franchise to Sell: 


Z, Ford Tractors, with all that the Ford Name | 
means, priced to sell for up to #500 less than 
other leading two plow tractors. * 


2 , Dearborn Implements, an outstanding line 
of Farm Equipment matched to the Ford Tractor 
to take full advantage of its power. 


ESE See 2 





eee ee On RE A, - 


(These are but two of 
many advantages of the 
e Dearborn Dealer Franchise) 
— based on manufacturer's 
suggested fis? prices. 


DEARBORN MOTORS CORPORATION 
BIRMINGHAM, MICHIGAN 


National Marketing Organization for the Ford Tractor 


¥ and Dearborn Farm Equipment zc 
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Ferguson Introduces New 
Farm Implement ....... 


NEW unit which converts the 
Ferguson two-disc plow into 

a three-disc implement is now in 
full production by Harry Fergu- 
son, Inc., Detroit, Mich 

The unit, which is said to enable 
tractor owners to increase the ef- 
ficiency of their equipment, was 
developed at the engineering and 
research laboratories in Ferguson 
Park, Detroit 

The third which is 26 
inches in diameter and 3/16 inches 
thick, adds 10 inches to the normal 
cutting width of 20 inches. The 
three discs are set at a 50-degree 
angle to the direction of travel and 
can be adjusted vertically from 17 
to 23 meet changing 
soil conditions 

Provision for the 
unit already exists on both models 
of the two-disc plow. The new 
unit fits on the main tubular beam 
by removing the end cap behind 
the second disc. Complete assem- 
bly instructions are contained in 
an illustrated booklet issued with 
each conversion unit 


dise 


degrees to 


conversion 


Addition of the third disc, com- 
pany officials explained, enables 
the farmer to utilize more effi- 


ciently the increased power of the 
new Ferguson 30 tractor. And at 
the same time, 50 percent more 
ground is covered during plowing 

Features the high trash 
clearance between the beam and 
the cutting edge of the discs, and 
the ease with which the disc plow 
may be transported 

Like the two-disc plow, the con- 
verted unit utilizes the Ferguson 


are 
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principle of linkage and hydraulic 
control. Operation in the field is 
simplified by the use of the Fergu- 
son Finger-Tip Control. This sys- 
tem, originated by Harry Fergu- 
son, permits raising and lowering 
of the implement without leaving 
the tractor seat. 

The plow is controlled by the 
driver, and depth of penetration in 
constant soil conditions is auto- 
matic once the controls have been 
set. As in the case of the two-bot- 
tom plow, side draft is well con- 
trolled by a floating furrow wheel 
The sharp, coulter-type blade 
wheel is mounted on a_ hinged, 
spring-loaded axle which provides 
greater penetration and keeps the 
discs in alignment even under dif- 


ficult soil conditions. The tubular 
steel frame provides the tough- 
ness and rigidity necessary to 


stand the stresses due to the twist- 
ing forces which are placed on any 
disc plow 


* 


Dearborn Appoints Three 
Consulting Engineers... 


ype outstanding authorities in 
the field of agricultural engi- 


neering have been named con- 
sulting engineers for Dearborn 
Motors, Birmingham, Mich., na- 


tional marketing organization for 
the Ford tractor and Dearborn 
farm equipment 

The consultants named by R. E 
Hunt, vice president in charge of 
engineering, are Professor Harry 
B. Walker, Davis, Cal.; Dr. J 
Brownlee Davidson, Ames, Iowa; 
and J. B. Wilson, Auburn, Ala. 


All three have served as agri- 
cultural engineering specialists for 
outstanding universities or exten- 
sion services. Their experience 
will be used in an expanding pro- 
gram of research now underway at 
the Dearborn Motors agricultural 
research center in Birmingham, as 
well as in experiments and testing 
operations being conducted in the 
field 

“We are only getting started in 
the program of mechanizing 
American farms,” said Mr. Hunt 
“The farmer still does 60 percent 
of his work manually. That is the 
agricultural engineer's challenge.” 


* 


SprayPak Enamels in 
Self-Spraying Cans. . 


_ and implement enam- 
els, packaged in self-spraying 
cans and known as Tractor and 
Implement SprayPAK enamel, is 
being manufactured by Chase 
Products Co., Maywood, Ill., and 
are available in all standard trac- 
tor and implement colors 





is designed 


Chase’s SprayPAK 
for use in maintenance and touch 
p work on tractors, implements, 


‘ 
*b 
trucks, etc. The new product is 
ideal for use in the shop because 
of the instant availability of the 
proper color to match each touch- 
up job. It accomplishes quickly 
and economically almost any paint 
job, giving professional results, 
with no preparation such as mix- 
ing, thinning and stirring of the 
paint prior to application and no 
cleansing or preserving of equip- 
ment afterwards 

In addition to shop use, Spray- 
PAK units are sold for farm and 
home use, enabling any user to get 
beautiful spray paint job results 
with a minimum of effort and ex- 
pense. 

The quick drying enamels used 
in Chase’s SprayPAK are “tack 
free” in a matter of minutes after 
application, and absolute “hard 
dry” is accomplished in a few 
hours time 
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"Level- Cut’ Automatic 


rf DISC HARROWS 
/ 

UT- PERFORM ang 
0 Ours 














SELL all others / 


COBEY DELUXE DISC HARROWS 


They have the built-in weight and rugged 
ness for tee eho: uty service with 
the large size tractors. Five sizes. 


DISC HARROW COBEY STANDARD DISC HARROWS 


STANDARD DISC HARROW -with the same con- 

: meal ~ 1 - struction and opera- 
a a —_ / tion features as the 
Deluxe model - but 
built lighter for use 
with the smaller size 
tractors. Five sizes. 







Cobey Dealers again have the oppor- 
tunity to boost sales and profits - this 
time with Cobey “Level-Cut” Automatic 
Tractor Disc Harrows. 






fARME! 
FOHESE 


Cobey has them! 


® Automatic leveling control on rear You really have something to talk about, — Cobey 
° ea dlesing-n0 ridging, 20 Walling. Tractor Disc Harrows are packed with features that 
® One-rope control for angling gangs. spell “PERFORMANCE and SERVICE” to farmers. 
@ Fully adjustable front snubbers. 
. 


Seten tele Seethenn with eller weed There’s a Cobey size and type to meet any demand. 


or axates Sunsets. ‘ The Cobey Line includes a modern, efficient HORSE - 
® Non-clogging standards and disc : ; . 
scrapers. DRAWN Disc Harrow in three sizes. 
® Galesburg or LaBelle heat-treated discs. . =r ; 
e Sounadan %", high carbon steel Sold thru regular Farm Equipment Distributors - write 
extes. for name of Cobey Distributor nearest you. 
@ Unusually sturdy and heavy frame and 


weight boxes. 


© Special drag hitch permits hauling other THE COBEY CORPORATION 
implements without throwing gangs off 
balance. Galion, Ohio, U. s. A 


HARROWS, HOES HI-SPEED WAGONS 
MULCHERS AND WAGON GEARS 
PULVERIZERS AND 





HEAVY TWO-WHEEL SMALL-SIZE POWER-DRIVEN 
buTY TUTING TWO-WHEEL MANURE SPREADERS 
WAGON TRAKLERS 







COBEY FARM EQUIPMENT FOR EVERY HAULAGE AND TILLAGE PROBLEM 
<> “A PROFIT MAKER FOR EVERY ACRE”’ 
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s attractive display 


ELECTRIC 
BROODER 
Air . Cond 
tioned 


flows down and 





eutword, cuts 
floor drafts Also 
oil, gas and coal 
type brooders 


PRESSURE 
WATERER 
it's new! Com 
pletely avtomat 
ic. Dome keeps 
birds off top and 
protects float 
control, Hot-dip 

galvanized 


CHICK FEEDER 
Tumble sides cut 
feed waste Lees 
ond reel are 
odiustable 
Grows with 
your chicks 


James Mfg. Co. 


Les Angeles 33, Calif 


in Canada: Eastern Stee! Products itd 
i, Preston, Toronto 


Ft. Atkinson, Wis. Mount Joy, Pa. 





y Division—™ 






Jamesway equipment is a f We 
- w fr exper Ww ¢ «" in Dust- 
ress for the past 14 years and have always 
handled Jamesway Poultry Equipment. Three 
years ago we added Jamesway Barn Equipment 

our mercl andise 

The Jamesway line attracts new customers 

keeps our old ones coming back They 
énow Jamesway time-saving equipment for poul- 


try and livestock is the best they can buy.” 


You, too, can make extra sales, carn extra 
It's been a 
favorite of poultry than 40 
years. For complete information, write Dept.sH 152 


protits by selling the Jamesway line 


raisers tor more 


Display the Sign that Poultry Raisers Know Best 





—_—— » aT 
c= Jamesway =4 


DEALER 








PUT A JAMESWAY DEPARTMENT IN YOUR BUSINESS 
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Tailered Price Order 
(Continued from page 90) 


serial number, if any; (4) selling 
price; (5) itemized statement of 
any extra charges, including item- 
ized list of parts and labor, if any 
used in repairing or recondition- 
ing the equipment. 

In the case of sales of recon- 
ditioned and guaranteed equip- 
ment, the seller will furnish the 
buyer with a form of guarantee as 
indicated on page 90. 


a 


Complete Selling Job 
(Continued from page 92) 


As a result of this detailed list, 
which showed the customer exact- 
ly what he would receive for his 
money, Hoffman walked out with 
the order. 

These partners have found that 
nothing pays off so well as getting 
the specifications of tractors and 
equipment down in writing, when 
giving prices to a prospect. The 
company’s three outside salesmen 
also follow this plan rigidly. For 
the company, it is a matter of 
policy that salesmen make certain 
that the prospect knows and 
understands every piece of equip- 
ment and every attachment thal 
he is receiving for the stated 
price. 

It is easy for the dealer to give 
a stripped-down price such as that 
for a tractor without starters and 
lights in order to give the impres- 
that his product is just as 
good, but lower priced. But it 
doesn’t pay, according to Hoff- 
man. He maintains that intelligent 
selling demands that the farm 
equipment dealer not deceive his 
customer, for the good will of the 
customer is more important in the 
implement business, possibly, than 
in any other retail business. 

This policy applies also to used 
equipment sold by this firm. Listed 
are such items as: belt pulley and 
power take-off; touch control; 
starter and lights; combination 
rear lamp and tail light; muffler, 
and others. 

“We have been careful always 


sion 


not to oversell our customers,” 
said Hoffman. “However,” he 
added, “be sure that you don’t 
undersell him either.” The de- 
tailed listing of items always 
brings to the mind of the cus- 


tomer questions as to just how he 
intends to use his equipment, both 
in the immediate and in the more 











uild a bigger 


business 1” 








at Simplicity Garden Tractors and implements 
because they've been presold by consistent 
advertising in magazines such as Country 
Gentleman, Farm Journal, Saturday Evening 
Post, Better Homes & Gardens, etc. . . . be- 
cause Simplicity’s 1952 advertising features 
the versatility and utility which make Sim- 
plicity America’s easiest-to-sell Garden 
Tractor. 


4 
i 








Simplicity because they know they're getting 
their money's worth in quality construction 
and durable performance. That's why one 
demonstration is usually enough to close the 
sale — and then you have a good customer 
who is still a ready prospect for Simplicity 
implements and for all the other merchandise 
in your store. 








SIMPLICITY MANUFACTURING COMPANY 
5251 Spring Street, Port Washington, Wi 





; Tai AMERICA’S NO. 1 
Build o Bigger Business in 1952... do 
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distant future 

This thoroughness stimulates 
interest in many types of imple 
ments. This firm does not, by any 
means, limit its sales to imple- 
ments of only one line. Though 
the franchised line accounts for a 
major portion of their sales, they 
seize on every opportunity to sell 
a customer a piece of equipment, 
whether they have it in stock or 
not. 

An inquiry to them regarding a 
specific type of implen.ent that 
they have not previously handled 
usually starts them out on an ef- 


ficient investigation of every im- 
plement of that type available. 
Often correspondence on _ such 
items will run to a dozen or more 
letters, for the operators of this 
firm compile thorough data on the 
availability of these implements, 
including prices, freight charges, 
guarantees, etc. 

“We do not like to sell any im- 
plement unless we know how good 
it is,” Hoffman said. “We have to 
back up its performance just the 
same, even though we often do 
not regularly handle the line. 
However, one sale to a satisfied 





One sale leads to another 
when you sell 


NEw [DdEA-)2(O)IN 


hydraulic loaders 


Pitch Control 


od 


Dirt Bucke! 


With 3 models to fit large, medium and 
small tractors, and 10 interchangeable attach- 


ments for complete load handling versatility, the 
New Idea-Horn Hydraulic Loader is the world’s 
largest seller. Farmers like it because it's easy to 
be- 
couse it saves valuable time, labor, and money on 
every kind of load handling job the year ‘round 

You'll like it, too. Its outstanding superi- 


install, simple to operate and maintain 


ority makes for easier sales bigger profits 


better satisfied customers. If the New Idea-Horn 


profitable 

attachments 
...help you 
CASH IN the 
year ‘round 


line is not represented in your community, write 


for full details 


FARM EQUIPMENT COMPANY 


4} CO 
SUBSIDIARY MANUFACTURING CORPORATION 


COLDWATER, OHIO 


Monure Bucket 





customer usually makes him a re- 
peat customer. 

“That's the reason we go to such 
trouble to do an intelligent job of 
investigation on every item we 
sell.” 

This thoroughness applies to the 
method of arriving at prices on 
used equipment. Every used trac- 
tor sold by this firm is guaranteed 
against specific defects at the time 
of sale. Thus, nearly every tractor 
gets shop repairs, ranging from 
minor to major service, in accord- 
ance with its need and condition. 
Hoffman remembers one time that 
they bought a tractor at a junk 
price of $45, spent $1150 on it, 
and sold it at a profit. 

Efficient bookkeeping shows 
them everything that has been 
done to used equipment, with an 
itemized list of the full cost. The 
shop receives retail credit for 
work done, and all parts are 
charged to the used equipment at 
retail. Gas, oil, and grease also is 
charged to these tractors. Thus, 
the firm always knows exactly 
where it stands on such equip- 
ment. In 1950, for instance, the 
firm's bookkeeping shows that it 
made $5,881.39 on trade-ins, over 
and above trade-in price. 

The partners, all with long ex- 
perience in the farm equipment 
business, started their dealership 
in Birmingham in 1944. It has 
grown, by these methods, from a 
small firm to one employing three 
salesmen, five mechanics, and a 
bookkeeper. 

Details, the partners have found, 
always help to sell farm equip- 
ment. 


oa 


Red Jacket A ires Cook 
Water Systems Line ..... 


ED JACKET Manufacturing Co., 

Davenport, Iowa, announces 
the purchase of the domestic 
water systems line of A. D. Cook, 
Inc., Lawrenceburg, Ind. 

The acquisition will not affect 
the sale and distribution of Red 
Jacket products, as the new line 
will continue to be offered to Cook 
distributors, and no changes are 
contemplated, it was announced 

The purchase should permit a 
better and more stable utilization 
of Red Jacket’s manufacturing 
facilities through increased volume 
of sales, offsetting to some degree 
the labor, material, and tax in- 
creases so prevalent, it was an- 
nounced. 

Production will begin about the 
first of the year. 
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You're helping 
yourself, when you 


help round 
up the 


SCRAP 


Production means STEEL. . . and it 

takes scrap to make STEEL. The more 
scrap that's rounded up the more we'll all 
have for ourselves and for defense. 


Mr. Dealer . . . here's how you can help 


@ Tell your customers about the need for scrap. 
Tell them you'll arrange to get it off the farm 
for them. 

@ Look around yourself! if you find metal that is 
no longer useful, suggest that it go into scrap. 

@ Contact your nearest scrap dealer and keep 
him advised of any scrap you find or that is 
reported to you. He'll assist you in getting it 
started back to the mills. 


gw [D=E> 
SaUIPMENT COM? 
Q)  ctuRING CORPORA 


r, OHIO 


TION 


i 


ROUND UP THE Scrap to help make the things that make business good! 














New Hay Baler Announced 
By Massey-Harris ...... 


A NEW automatic twine-tie 
slicer baler, designed to pro- 
duce a “sliced” bale with proper 
density, has been announced by 
The Massey-Harris Co., Racine, 
Wis Positive automatic tying, 
baling with minimum loss of valu- 
able leaves and safe, one-man op- 
eration, are among the features 
listed by the manufacturer 

Development of the slicer baler 
was under the supervision of Tom 
Carroll, Massey-Harris chief com- 
bine engineer and harvesting ex- 
pert, who developed the self-pro- 
pelled combine’ pioneered’ by 
Massey-Harris more than a decade 
ago. 

The new baler has a full floating 
pick-up table, adjustable by spring 
tension. Vertical feeder assures 
positive movement of windrowed 
hay to the auger trough without 
the use of raddles or raker bars 
Sheet metal under the feeder is 
solid, preventing loss of leaves 
The feeder housing has ample 
clearance to handle full flow of 
hay. An auger conveyor to the bale 
chamber has balanced capacity to 
deliver uniform charge of hay 
Pick-up and feeding operations 
handle hay and tender leaves 
gently 

At the baler chamber, the “wad” 
packer is adjustable for short or 
long crops to pack hay or straw 
to proper density throughout the 
bale. Steel plunger traveling on a 
32-inch stroke, 50 strokes per 
minute, produces uniform bales 
The plunger is equipped with a 
sheer blade which cuts each charge 
of hay producing a “sliced” bale 
Plunger action is continuous dur- 
ing tying operation. Entire action 
of tying occurs at the forward 
stroke, while the bale is under full 
pressure. 

In operation, the bale carries 
three bales; one ready to drop on 
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the ground; one in the rear of the 
bale chamber, and one being 
formed for tying. 

Knotter heads and twine needles 
are operated by direct drive from 
the main shaft through gears. Con- 
veniently located cans hold four 
24-pound balls of baler twine. 

Although the Massey-Harris 
baler is a new machine in the com- 
pany’s line of farm machinery, 
farmers throughout the country 
have been operating experimental 
machines under the observing 
eyes of Massey-Harris engineers 
over a three-year period. Experi- 
ence gained under actual field 
conditions through this engineer- 
ing experimental program are in- 
corporated in the new baler. 

According to the manufacturer, 
the new slicer twine-tie baler is a 
practical, cost-reducing unit both 
for the average farmer who har- 
vests his own hay or the custom 
operator who contracts for baling 
on a larger scale. The baler is now 
being produced on a_ limited 
schedule with production restricted 
to existing steel allotments. 


* 


New Idea Announces 
Personnel Changes. . 


a expansion and the 
acquisition of the Horn Manu- 
facturing Co. in April have re- 
sulted in a number of staff changes 
at Avco Manufacturing Corp.'s 
New Idea Farm Equipment Co., 
Coldwater, Ohio. William Werner, 
general manager of New Idea, an- 
nounces that George B. Hill has 
been appointed director of engi- 
neering for the company, with 
Bruce K. Tice as his assistant. 

Mr. Hill joined the Deere & Co. 
Ottumwa Works in 1935, as junior 
engineer. Specializing in the de- 
sign of forage handling equipment 
and sweep rakes, he was advanced 
to senior engineer and then to de- 
sign engineer. In 1947 he became 


chief engineer at Ottumwa, leaving 
this position in 1948 to become 
chief engineer at the New Holland 
Machine Division of the Sperry 
Corp. 

Mr. Tice specialized in produc- 
tion cost analysis at the John 
Deere harvester works, East Mo- 
line, IlL., from 1936 - 1944. He was 
with Harry Ferguson, Inc., from 
1944 - 1947, and came with New 
Idea as a project engineer on baler 
design in 1947. In 1949 he was ad- 
vanced to assistant chief engineer. 

William Vutz, formerly chief 
engineer at New Idea, has re- 
signed. Leonard Wogaman has as- 
sumed duties as manager of the 
New Idea-Horn plant at Fort 
Dodge, Iowa, following his promo- 





George B. Hill 





Bruce K. Tice 


tion from factory day superin- 
tendent at the New Idea Cold- 
water plant. Mr. Wogaman joined 
New Idea in 1948 as a senior tool 
engineer. 

R. B. McClarnon, who acted as 
temporary manager of the Fort 
Dodge plant, has resumed his 
duties as product manager at Cold- 
water, while Thomas W. Mahoney 
has been appointed the new per- 
sonnel director at the Fort Dodge 
plant 
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R. B. Leuden Dies 
Following Accident 


B. Loupen, 66, president of 

e The Louden Machinery Co., 

Fairfield, Iowa, died on November 

25 in Iowa City, following com- 

plications resulting from an auto- 
mobile accident. 

Born in Fairfield, Iowa, he was 
the son of William Louden, who in 
1867 founded The Louden Ma- 
chinery Co., and the barn equip- 
ment industry, after patenting the 
world’s first hay carrier 





R. B, Louden 


R. B. Louden joined the firm 
after completing school. He served 
in various capacities and was 
elected president of the company 
in 1939. In addition to this posi- 
tion, he was vice president of the 
Iowa Malleable Co., and vice 
president of the Iowa State Bank 
and Trust Co., both of Fairfield 
He was active in state and national 
manufacturing association circles. 


* 


Everite Publishes New 
Jet Pump Bulletin .. . 


A NEW bulletin describing its 
complete line of horizontal 
jet pumps for deep and shallow 
wells has been published by the 
Everite Pump and Mfg. Co., Lan- 
caster, Pa. 

This bulletin contains complete 
information on Everite’s converti- 
ble type horizontal jet systems. 

Easy to read, Bulletin 300:2 in- 
cludes information on the com- 
plete package units, basic jet 
pumps, and a new line of small 
package systems. 

A complete listing of all jet as- 
sembly packages to fit the basic 
pumps are included, along with 
complete specifications and rating 
tables of the entire line of Everite 
horizontal jet pumps and systems 





NOW ENJOY THE REALLY VERSATILE 


YW GARDEN TRACTOR 


FOR FARM, GARDEN, HOME AND ESTATE 














The Kut Kwick rotery 
mowing attachment 
cuts and shreds light 
undergrowth—brush 
Gross, weeds etc 
forming a valuable 
mulch on the land 
which promotes the 
growth of green 


postures 


The gorden tractor 
hos a circular sow 
attachment which 
fells trees at 
ground level 

it also cuts them 
into firewood 
fence posts etc 
Kut-Kwick uses 
standard garden 
plows, horrows 
cultivators etc 
ond is produced 
with power range 
of from 2 to 6h.p 


UaN DEALERS — 
LOS Write today for illustrated catalog and prices 


Kut-KwIickK TOOL CORPORATION 


P.O. BOX 476 BRUNSWICK, GEORGIA 
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BIGGER SPRAYER 
SALES 


for You 





When You Stock and Sell 


CHAPIN 


SPRAYERS 


Start the new year « 


off right! Stock 


up with a good supply of CHAPIN 
Quality Sprayers. Attractive, efh- 
cient, and durable CHAPIN mod 
els display well, sell well. Make a 


New 


“move” 


Year's 
more 


since 1887! 


resolut ion 


now to 


sprayers in ‘S52 by 


selling CHAPIN ... 


a great name 


FAST MOVING HAND SPRAYERS 


No. 585 





Tank opening 144" 


Pump 


AIR 


top, dic 


and all 





seamless 


welded. Has 115," 









2 qt. cap 
steady pressure 
with easy pump 
Galvanized 





Gives 


ing 
tank with seams 
double locked and 
soldered for 
heavy - duty 
size 18° x 1% 


use 


Popular 
COMPRESSED 


MODELS 


No. 140 
$4) gallon capacity fun 
nel top model in Armco 
Zincgrip galvanized steel 
Great new features: dome 


cast quick closure 


seams = electric 
x 1% 


brass pump 


WRITE FOR CATALOG NO. 5! 


Free 


Gives complete data on large Chapin 


line of hand and compressed air sprayers 
dusters, knapsack, and wheelbarrow sprayers 


a. 5. <a 


MANUFACTURING 





100 Chapin S¢. 


APIN 


WORKS, INC 


Batavia, N. Y. 








M-H Intredaces New 
Meunted Corn Picker 


2-ROW mounted corn picker 

designed for model 30 and 44 
tractors is a new addition to the 
Massey-Harris line of farm equip- 
ment, according to L. M. Sweeney 
vice-president, sales. The firm also 
manufactures a 2-row self-pro 
pelled corn picker. 

Described as a_ big-capacity, 
“drive-in” machine, the new pick- 
er is said to combine light weight 
with rugged construction. The unit 
is operated through the tractor 
hydraulic system. 

The new mounted picker has 
most of the weight distributed 
over the rear wheels of the tractor 
The unit weighs only 2275 pounds 
and, according to the manufactur- 
er, features ease in mounting. Two 
pins, two lift rods, and installation 
of two springs complete the front 
hook-up. To attach the wagon 
elevator, hopper and blower, the 
operator inserts two pins and at- 
taches two rods. Connecting the 
drive chains, tightening elevator 
chains and attaching blower belt 
completes the mounting. Power to 
the main drive is taken from the 
belt pulley shaft and runs through 
a housing under the tractor, which 
also acts as a pivot point for 
mounting the unit. Drive and 
housing can be left on the tractor 
when the picker unit is removed. 

Adjustable, full-floating snouts 
and center divider of the mounted 
picker are designed to lift corn 
rapidly. Outside points are spaced 


This two-row 
mounted corn pick- 
er is designed for 
Massey-Harris trac- 
tor models 30 and 
44. Operated 
through fhe trac- 
tor’s hydraulic sys- 
tem, the unit is 
light in weight. Its 
2275 pounds are 
distributed mostly 
over the rear 
wheels of the trac- 
tor. Adjustable, full 
floating snouts and 
center divider of 
the picker are de- 
signed to lift corn 
rapidly, Outside 
points are spaced 
74 inches apart for 
maximum picking 
efficiency. Separate 
snapping and husk- 
ing rolls afford 
greater capacity. A 
rubber  flight-type 
elevator carries ears 
across the full 
length of the husk- 
ing rolls 





apart for maximum 
picking efficiency. Gathering 
chains are driven through slip 
clutches to prevent damage to the 
machine. Separate, independent 
snapping and husking rolls result 
in more capacity, according to the 
manufacturer. A rubber flight- 
type elevator in the unit carries 
ears across the full length of the 
husking rolls—heavy-gauge steel 
pressure plate gives constant ten- 
sion on ears for efficiency in husk- 
ing. 

Further details may be obtained 
from The Massey-Harris Co., Ra- 
cine, Wisc. 


74 inches 


o 


Fairbanks Merse Orders 
Appreach New High... 


RDERS and shipments of Fair- 

F banks, Morse & Co., 600 S. 
Michigan Ave., Chicago 5, Ill., for 
the first nine months of 1951 were 
greater than a year ago and ap- 
proached new high marks, it was 
announced recently by Robert H 
Morse, Jr., president. 

Orders for the first nine months 
of this year totaled $98,600,000 and 
were $21,200,000, or 27.4 percent, 
greater than the $77,400,000 re- 
ported for the same 1950 period. 

Shipments were $85,200,000 
This is $27,700,000, or 48 percent, 
in excess of the $57,500,000 shown 
for the same months last year 

“Our backlog of unfilled orders 
on September 30, last, stood at 
$59,800,000. A very small part of 
this being direct defense orders,” 
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Mr. Morse said. “Our plant mod- 
ernization program, begun over a 
year ago, is one of the reasons for 
the increase in shipments.” 


+ 


Geerge Introduces New 
Sickle Bar Mewer ... 


MOOTHER, easier operation is 

claimed for the new self-pro- 
pelled sickle bar mower recently 
introduced by George Garden Tool 
Division, Community Industries 
Association, Sullivan, Ill. Features 
are the result of over one year of 
field study among users of equip- 
ment. 

The mower speedily cuts down 
tall grasses and weeds on either 
flat or rough ground, and because 
it cuts clean and close to the 
ground, it doubles as a handy and 
practical power lawn mower 
around the home, farm, park, etc., 
the manufacturer announced. 


A new floating sickle bar was 
redesigned to offer play or travel 
of about 6” up or down at either 
end and to automatically follow 
the contour of the ground. An- 
other feature is the almost entire 
absence of vibration at the handle 
bars. This feature is due to the 
vibration absorption design of the 
chassis and to the shortened throw 
or travel of the knives across the 
cutting bar—only 1%” instead of 
the usual 2” throw. The knife also 
is self-lubricated from a main oil 
reservoir that insures maximum 
power to the knife at all times, it 
was announced. 

Constant power to both wheels 
and mower is provided by a sturdy 
2 h.p., air-cooled Clinton or Briggs 
& Stratton 4-cycle gas engine. Car- 
ter all-angle carburetor feeds fuel 
to engine regardless of mower's 
position. The mower cuts a full 
30” width at a 1%” to 2” mowing 


height. 

Throttle through governor con- 
trols forward speed up to 2 m.p.h 
Solid disc wheels and well-guarded 
operation parts eliminate possi- 
bility of fouling up on tall weeds 
and grasses. Clutch to engage or 
disengage sickle knife is con- 
veniently located on handle, so 
that mower may be driven for- 
ward under power without knives 
working because of individual V- 
belt drives to wheels and mower 
Sturdily constructed of electrically 
welded steel members, the unit 
weighs only 134 pounds complete. 


OTC Service Teel Bulletin 
Fer Caterpillar Tractors. . 


NEW 16-page bulletin issued 
by the Owatonna Tool Co., 
illustrates and describes OTC tools 
designed for servicing Caterpillar 
tractors. Hand tools and hydraulic- 
ally-operated pulling tools are pre- 
sented, with attachments and ac- 
cessories built especially for use 
with the OTC Power-Twin hy- 
draulic puller. 
The tools have been developed 
with the cooperation of Caterpillar 
service engineers and approved 





SPRAYING SYSTEMS 


[eefel 


SPRAY NOZZLES 


Supplied as tip assembly or 
complete nozzle 


of all clogging troubles. 


zle ever built . 


with 
NEW ConeJet Tips 


Designed with single internal pas- 
sage to reduce possibility of nozzle 
clogging. The CONEJET Tip is 
made in a full range of capacities 
and fits any TeeJet Spray Nozzle 
as for 
Ends up to 75% 
Gives 
effective spraying in capacities as 
low as one gallon per acre. Tested 
and proved the most efficient noz 
. . for such cotton 






field applications as insecticide spray- 
ing for boll weevils and other pests 
and as defoliating sprays. WRITE 
FOR CONEJET Tip Flow Chart 
Other TeeJet Tips for use with TeeJet 
Spray Nozzles include flat spray tips 
for weed control, special tips for 
flame cultivating, and dise type tips 
spraying insecticides containing 
suspended solids. 

Be sure of supply by ordering now through 
your jobber, distributor or spreying equip- 
ment monutocturer. 

SPRAYING SYSTEMS CO. 
3277 Rondoiph Street * Bellwood, Iiilinois 
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and recommended by the Cater- 
pillar Tractor Co. They provide a 
wide range of utility and handle 
pulling and installing operations 
involving gears, bearings, sleeves, 
pulleys, shafts, sprockets, bearing 
outer races, bushings, etc. Included 
also are details of the new 30-ton 
hydraulic ram, which also is 
adapted to standard OTC pullers 

OTC Bulletin on Caterpillar 
Tractor Tools, No. CT-52, is avail- 
able from distributors or from 
Owatonna Tool Co., North 368 
Cedar St., Owatonna, Minn. 


J. K. Garner Joins 
MeNees Sales Ce. . . 


NOLLOWING his retirement as 
president of the National Farm 
Equipment Retail Dealers’ Associ- 
ation recently, J. K. (Kay) Garner 
of Greenwood, Miss., announces 
his connection with McNees Sales 
Co., 334 West Olive Ave., Mem- 
phis, Tenn., beginning November 


1, 1951. 

As promotion manager and 
liaison representative for the Cen- 
tral South and Southeast, Mr. 


Garner’s educational work in the 








OK CHAMPION 
IRRIGATION 
PIPE 


LIGHT WEIGHT ALUMINUM OR STEEL 





Sales Opportunities 
FOR IMPLEMENT DEALERS 


Farmers are using OK Champion Irrigation Pipe to improve yield 
and quality of crops. This light weight aluminum or steel pipe is 
easily moved from one location to another—watering fields from 
wells, lake or stream, Pipe ends are quickly connected from 
standing position—save time and labor. Flexible joints allow pipe 
to hug ground—pressure up to 150 Ibs. guaranteed for sprinkling 
Most Champion Irrigation Systems repay the 
farmer with a profit with first year’s use. Advertised in farm 


over wide area 


papers. 


Dealers are making profitable sales 
of Champion Irrigation Equipment. 
Territory still available. Write us. 


CORPORATION 


4747 SHEFFIELD AVENUE, HAMMOND, INDIANA 


CHAMPION 





farm equipment field will be with 
farm equipment dealers, soil con- 


servation districts, state college 
extension services, and county 
agents in the territories covered 


by McNees Sales Co., of Memphis 
and its Atlanta, Ga., division, Im- 
plement Sales Co., Decatur, Ga. 

With 25 years experience in the 
farm equipment industry on the 
local and national level, Mr. Gar- 
ner is well qualified for his new 
position. 


e 


Everite Intreduces 
New Cellar Drainer 


A 


NEW cellar drainer has been 


introduced by the Everite 
Pump & Mfg. Co., Inc., Lancaster, 
Pa. According to company of- 


ficials, the new Figure 2652 was 
designed to give users a low-cost 
cellar drainer, yet built to offer 
long-life qualities. 

Figure 2652 is of iron construc- 
tion, including an iron impeller 
and steel column. Motor is 1/3 h.p. 
single phase 60 cycles 1750 rpm, 
and the float is plastic. All bear- 
ings are bronze. Capacities are up 
to 2500 gph, and discharge heads 
up to 14 feet. 

The Everite Company also man- 
ufactures a Deluxe cellar drainer, 
Figure 2650, in bronze or iron, and 
a heavy-duty sump pump, along 
with a complete line of jet and 
piston-type water systems 
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TYGART 


TRACTOR-MOUNTED DUSTER 


THE BEST DUSTER MANUFACTURED. Light all-steel 
construction. Accurate quantity adjustment. Smooth, effi- 
cient operation. Used throughout the entire country. For 
all row crops, vegetables, peanuts, orchards, etc. 





Tygart 
TRACTOR DISC HARROW 


A medium weight harrow for all types of work. Steel 
construction throughout. Automatic gang control—smooth 
and positive. Special all metal bearings designed for long, 
trouble-free service. 


tor illustrated literature 
@ and full details, write, 
e phone or wire 





NASHVILLE, 


Newlpeat Sprayer Company per 














“Cheap Tools 
~~ are reg Champs" 


Did you ever know 
@ good farmer who 
wasnt fussy about his 
equipment? Thats the 
reason why seo mony 
insist on only “EMPIRE 
built products 











The highest recommendation for “EMPIRE” built Tillage Tools— Sweeps, 
Shovels, Teeth, etc. is the kind of farmer who uses them. Thousands know 
that the stotement— Made by “EMPIRE”—is another way of saying bes! 
for design, strength, balance and precision. 


SELL THE LINE Peat Jucated 

WITH READY we noon 
TRADE 

ACCEPTANCE FOR en 


. THE EMPIRE ag Soh ee) DG 


, = 
Our S Cloned Centar 4 O4 Progress 


CLEVELAND 27, OHIO 
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BILLINGS 


SOCKET SETS 
& PARTS 











Preferred by professional h 
and craftsmen. Easier to sell becouse 
of their high quality finish and pre- 
cision fit. %” “4” and &" 
Saquore Drive, with 
double hex and 12 
point sockets in regu- 
ler or deep woll pot- 
terns. Sets in hand- 
some meta! boxes, to 

fit every customer 
need 











Buy from your 
Billings Wholesaler 


WEENT HEL OSHOF TOOLS eMOUSTAIAL FORGINGS SINCE 1869 


HARTFORD 


ONNECTICUT 




















“BOYETT" 


THE LEADER IN ROW 
CROP SPRAYERS FOR 
A QUARTER OF A 
CENTURY. 





HORSE-DRAWN 
SELF-PROPELLED 
TRACTOR-MOUNTED 


For descriptive literature 
write direct to 


BOYETT SPRAYER MFG. 


NASHVILLE, GEORGIA 
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New Lancaster Underwater 
Pump Introduced to Trade 


r E NEW Lancaster Underwater 

Pump has been announced by 
the Lancaster Pump and Manufac- 
turing Co., Inc., Lancaster, Pa 
Pump and electric motor are de- 
signed to operate under water and 








can be set as deep as 800 feet. 
These pumping sets come in 
diameters as small as 4” and ca- 
pacities as large as 2,000 gallons 


per minute. Motor sizes range 
from % hp to 250 hp. 
The Lancaster Underwater 


Pump eliminates rods, plungers, 
cylinders, and there are no long 
shafts or bearings. No priming is 
required and the cost of a pump 
house is eliminated. Lancaster 
Underwater Pumps cannot be 
damaged by frost, heat or dust. 


This hoeing attach- 
ment produced by 
the Auto Special- 
ties Manufacturing 
Co., St. Joseph. 
Mich., is designed 
to eliminate the 
hand hoeing often 
required in many 
row and hill crops. 
Attached to the 
tractor the Wigle 
hoeing attachment 
may be used simul- 
taneously with the 
cultivators. The op- 
erator rides the at- 
tachment and 
guides the hoes a- 
round the plants or 
hills. Hoeing is said 
to be six to eight 
times faster than 
that done by hand 


They are easy to install ana re- 
quire no attention after installa- 
tion, inasmuch as there is no seal 
in either the pump or motor part 


* 


Heoeing Attachment For 
Row and Hill Crep Care 


WicLe Hoeing attachment, 

designed to eliminate the 
hand hoeing required in many row 
and hill crops, such as tobacco, 
truck crops, strawberries, nursery 
crops, etc., is announced by Auto 
Specialties Manufacturing Co., St 
Joseph, Mich. Wider distribution 
of the machine and more extensive 
sales promotion is planned for the 
coming season 

The attachment is _ readily 
mounted on the tractor and is 
usually used simultaneously with 
the cultivators. One operator rides 
the Wigle Hoeing attachment, 
guiding the hoes around the plants 
or hills. The operator quickly ac- 
quires skill and hoeing is accom- 
plished at a rate six to eight times 
that of hand hoeing, it is claimed 
More thorough mulching and 
aerating of the soil closer to the 
plants is possible with the attach- 
ment. 

A new two-row unit for use with 
two-row cultivators will be avail- 
able for next season. At present, 
the one-row unit is available for 
attachment to Allis-Chalmers B 
and G, Farmall Cub and A, John 
Deere M, and Massey-Harris Pony 
models. Ford and Ferguson trac- 
tors can use two single-row units 
attached to the cultivator frame 
The two-row model is designed to 
fit nearly any standard tractor 


model. 
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Climax Intreduces New 
Blue Streak Water Systems 


N™ Climax Blue Streak water 
systems, completely factory 
and field tested, are being intro- 
duced by Climax Engine & Pump 
Mfg. Co., Clinton, Iowa. 

The new pump, fully automatic 
water system, is interchangeable 
for shallow or deep well service 
To convert, it is only necessary to 
add the inexpensive conversion 
package to the same pump. The 
problem of falling water levels 
never obsoletes the Blue Streak, 
it is claimed. 





The one moving part, a one- 
piece impeller, is precision ma- 
chined and balanced, securely 
mounted on a stainless steel motor 
shaft, eliminating whip and vibra- 
tion, thereby reducing the bear- 
ing load. A new and improved self- 
aligning shaft seal requires no ad- 
justment. 





CONVENTION DATES 





Arkansas Retail Hardware & 
Implement Association, annual 
convention, Feb. 21-22, 1952. 
Headquarters, Hotel LaFayette, 
Little Rock, Ark. Secretary, J. 
Wayne Tisdale, 604 Rector 
Bidg., Little Rock, Arkansas. 


Farm Equipment Dealers’ Asso- 
ciation of the Carolinas, annual 
convention, Feb. 10-12, 1952 
Headquarters, Hotel Charlotte, 
Charlotte, N.C. Secretary, A. 
A. Chappel, 210 National Bank 
Bldg., Wilson, N. C 


Mar-Del-Va Farm Equipment 
Association, annual convention, 
Jan. 21-22, 1952. Headquarters, 
Lord Baltimore Hotel, Balti- 
more, Md. Secretary, C. A. 
Snavely, Baldwin, Md. 


Mid-South Farm Equipment 
Association, annual convention, 
Jan. 15-16, 1952. Headquarters, 
Hotel Peabody, Memphis, Tenn 


Secretary, Graham McDonald, 
Hotel Chisca Bldg., Memphis 1, 
Tenn 


Oklahoma Hardware & Imple- 
ment Association, annua! con- 
vention and show, Feb. 5-7, 
1952. Headquarters, Municipal 
Auditorium, Oklahoma City, 
Okla. Secretary, F. N. Thomas, 
7ll Wright Bidg.. Oklahoma 
City, Okla 


Texas Hardware & Implement 
Association, annua! convention, 
Jan. 28-30, 1952. Headquarters, 


Texas Bank Bidg., Dallas 2, 
Texas 


Tri-State Hardware & Imple- 
ment Association, annual con- 
vention, Feb. 10-12, 1952. Head 
quarters, Hotel Herring, Ama 
rillo, Texas. Secretary, Mar 
shall D. Shepherd, Box 660, 
Canyon, Texas. 


Virginia Farm Equipment As- 
sociation, annual convention, 
Jan. 8-10, 1952. Headquarters, 
John Marshall Hotel, Rich 
mond, Va. Secretary, David L 


Raine, 1800 W. Grace St., 
Richmond 4, Va 


Baker Hotel, Dallas, Texas 
Secretary, Ray M. Souder, 822 








To reap a harvest of sales 
...how’s the time to 





Use HERSCHEL PARTS to repair 
ALL MAKES of cutter bars 


There's no better time than RIGHT NOW to stock up on the parts your 
customers will need in the season ahead. By ordering early, you'll avoid 
out-of-stock headaches ... and there'll be less chance of shipping dela 
A complete, well-balanced stock of HERSCHEL PARTS means more sales 
for you and more satisfaction for your customers. 
HERSCHEL PARTS are accurately made and guaranteed to fit. They're 
field-tested ... designed and built for high speed operation on aolen 
power machinery, they make repair jobs stand up. 

WRITE FOR FREE COPY OF THE NEW HERSCHEL CATALOG, No. 87 


R. HERSCHEL MFG. CO., Inc., Peoria 8, Ill. 


Pioneer mokers of cutting ports to fit mowers and combines. 
Branches at: Minneapolis, Minn.; Omehe, Nebr.; Auburn, N. Y.; Harrisburg, Pa.; Toledo, Ohio 


DISTRIBUTORS: 
R. C. Cropper, Macon, Georgie The Southern Supply Co., Dalles, Texas 


HERSCHEL PART 'S 
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I sell 
the finest... 
I sell 
DEMPSTER! 





because my cusfomers want 
quality water systems... 


My customers seem to want every last dollar’s 
worth of value—no matter what they buy. They 
don’t plan on eariy replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer's favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


SHALLOW - WELL 
JETMASTER — Only 








asily installed 
and exceptionally 
efficient 


DEEP-WELL JET- 
MASTER — ideal for 
oftset installation, or to 
be set directly over the 
well, Unusually simple 
in operation — only one 
moving part 








DEEP WELL WATER 
SYSTEM — Positive 














lubrication. Modern 
design. Available for 
electric motor or gaso- 
lune engine operation 
Can be supplied with 
windmill attachment 


CENTRIFUGAL 
PUMPS — impellers 
are sem: -enciosed for 
greater efficiency. Bal 
anced drive shafts nde 
on double Timken Bear 
ings. There are no better 

















irngation pumps made 
than Dempster Centrif 
ugal Pumps 


America’s Quality Line of Farm 
Water Systems 


DEMPSTER 
MILL MFG. CO. 


Se eee WATER SUPPLY EQUIPMENT 








ADVERTISERS INDEN 


A 
\ckerman Steffan D Parker 
Mig. Co 
Advertising Council Ine 
Ajax Hardware Mfg. Cory 
Alabama Mfg. Co 
\llen Manufacturing Co. W. D 
Allen & Co., 8. I 
Allied Sheet Metal & Rwofing 
Co 22 
Allis Chalmers Mfg. Co 11s 
Aluminum Company of America * 
Aluminum Goods Mig 
Co Third 


American Cancer Society 16 


Cover 


American Chain & Cable 
Ine Front 
American Manufacturing Co 
American Pad & Textile Co 
American Steel & Wire Co 
Cyclone Fence Div 
Ames Baldwin Wyoming Co 
Amplex Engineering, In« 
Arvey Corporation 
Atkins & Co BE. « 
Atlantic Steel Co 


Autoyre Co 4 and 


Baird & ¢ G. M 
Bethlehem Steel Cory 
Billings & Spencer Co 
Boyett Sprayer Mig. Co 
Briggs & Stratton Cory 
Buffalo Bolt Co 

Butler Manufacturing Co 


Cc 


Calbar Paint and Varnish Co 

Campbell Chain Cx 

ase Co. J. I 

hampion Corp 

hampion DeArment 

hapin Mfg. Works, In 

Chattanooga Implement & 
Mfg. Co ‘4 

~ 


Henry 7 


( 
( 
‘ 
( 


R. E.106 


heney Hammer Cory 
hicopee Mfg 

Corp Second Cover 
ark Bros. Bolt Cs 

lark Manufacturing Co 

lemson Bros Inc 

elveland Chain & Mfg. Co 
leveland Mills Company 

obey Cory 

ylorado Fuel & Lron Corp 
Wickwire Spencer Steel 
Division 

slumbian Repe Co 

neumers Glue Co 

ontinental Motors Cory 

cooper Manufacturing Co 

orning Glass Works 

yelone Fence Division, United 
States Steel Corp 


D 


Davis Cort G 
Dearborn Motor 
Decatur Pump Co 
Deere, John 

DeLaval Separator ¢ 
Deming Company 
Dempster Mill Mfg. ¢ 


Dietz Co R. E 
Dobbins Manufacturing (x 
Draper Maynard Co 


Dure Oo 


E 


Electric Wheel ¢ 
Empire Plow Co 
Everite Pump & Mfg. Co 
Ezee Flow Corp 


F 


Fairbanks, Morse & Company 
Farm and Ranch Publishing Co 
Farm Tools, Inc 
Federated Mutual Implement 

& Hdw. Insurance Co 14 
Fleming & Sons, Inc 79 
Fletcher-Terry Co ° 
Flint & Walling Mfg. Co., Ine . 
Frabill Mfg. Co 26 and 59 
Fuller Tool (x In 62 


G 


General Steel Warehouse Co 
Inc 

Gould Pumps, Inc 

Great Neck Saw Mfrs Inc 

Greenlee Tool Cx 

Griffin Mfg. Company 


H 


Hancock Mfg. Co 

Hanson Scale ¢ 

Heddon's Sons, James 

Herechel Mfg. Co.. Ine 

Hodell Chain Co 

Horrocks Ibbotson Co 

Huenefeld Co Back Oover 


Ingersoll Steel & Dis 
Division (Discs) 
Ingersoll Steel & Disc 

Division (Shovels) 
International Harvester Co 
(General Line) 


Irwin Auger Bit Company 


J 


J & L Stee 


James Manufacturing Co 


Barrel Co 


Jacobsen Mfg. Co 

Jones & Laughlin Steel Corp 
Judsen Rubber Works, Inc 
Justrite Manufacturing Co 


K 


Kenmar Manufacturing Co 
Inc 

Keystone Steel & Wire Co 

Keystone Wire Cloth Co 

King Hardware Co 

Klein & Sons, Mathias 

Kut-Kwick Tool Co 
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COMPLETE ay ... BIG MARKET 


50 
SNOWPLOW 


SUCCESSFUL 
CP ad Meme ya ed!) di) My BULLDOZE + Mow 


YEARS! 
SAW © RAKE 

















EXACT POWER 
CUSTOMERS 
WANT! 







PLOW @ HARROW 
SEED ¢ CULTIVATE 


—_ TRACTORS* 


Opportunity Knocks! 
Dealers make EXTRA MONEY 
on tools and P.T.O. Attach- 
ments for all models! 


NEW SAW ATTACHMENT 
Fells Trees, Cuts Wood and Weeds. 
it sells itself! 



















1k 02k 0305 0H.P. 5°8012¢H.P. 


WALKING TRACTORS (Cor eaass ; RIDING TRACTORS 
for all Large and Smal! Gardening SroMe woos ss ’ That Will Handle Good Sized Farm 
Sturdy, extra strength construction for : Lowest cost power. Handles 10, 12. even 







lé-inch plows Cultivates, mows, rakes 

OM hI does dozens of other jobs with ease 

- Some Works astride or between 42° rows 
Uses P.T.O. pulley 


OPENINGS for DEALERS 
Write for Free Literature, Full Details, 
Prices and Information on Deslershine 


> 


power and traction. Variable speed a 
transmission, adjustable wheel widths, 4 
individual! gang tool controls. Model ea } | 9 
shown is 3 H. P. with 10° plow Ji “— L - 
NATIONALLY ADVERTISED A PIONEER IN THE GARDEN TRACTOR INDUSTRY 
Widely used in every state and in for- 
w M 


eign countries. SHAW is Best, Most 
Profitable Complete Line to Sell! 




















‘ 


© Quality featured 
© Priced competitive 
© Simplicity in design 


THE EVERITE PUMP & MANUFACTURING COMPANY, INC. 
617 N. Prince St. © Lencaster, Pa. 
“Over a quarter of o century experience” 











THE CHIEF ENGINEER 


of one of the leading farm equipment manufacturers states thet 
we are only nicely started on power farming—that the average 
farmer still does 60% of his work manually. Constant change— 
something new—something better—is a characteristic of Amer- 
ica. The easiest way to keep up to date regarding new equip- , : 
ment and methods of farming operation is thru the pages of Patterns are available for practically 
a pe a apne sae at all plows, listers, middlebreakers in No. 1 soft 

you are not already « subscriber, send in your $1.00 todey for center or No. 2 crucible steel of the highest 


a yearly subscription or $2.00 for three years. - : . 
. quality obtainable. Send today for catalog and 


SOUTHERN FARM EQUIPMENT trade prices. 











section of 
SOUTHERN HARDWARE STAR MANUFACTURING COMPANY 
806 Peachtree Street, N.E. Atlanta 5, Georgia convene pte Lay om bs; he peek 1873 
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ADVERTISEES INDEN 





L Round Associated Chain Co 65 
Ruberoid Co 8 

Russell, Burdsal) & Ward 
Bolt and Nut Co 


Lamson and Sessions Co . 
Lante Manufacturing Oo.....115 
Larson Co., Chas, 0 . 





Lavelle Kubber Co ° 
Lewis Engineering Co 79 S 
Libbey, Owens, Ford Glass Co ad 
Linen Thread Co., Inc 72 Sandee Manufacturing e 
Lombard Governor Corp 116 Co 1S and 36 
Sewe Brothers Co e Sandvik Saw & Tool Corp. . ® 
Lufkin Rule Go ‘ Savage Arms Cor; 9 
Scharf Mfg. Co. J. H ° 
Schiueter Mfg. Co coco OO 
“A Scovill Manufacturing Co 1 
Shaw Mfg. Uo 113 
McKay Company .. ° Simplicity Manufacturing Co..101 
McKinney Mfg. Co ° Slaymaker Lock Co 37 
Marshalltown Trowel Co a2 Sol-O-Lite Manufacturing Co ° 
Massey Harris Oo. . South Bend Bait Co 64 
Master Lock Co . South Bend Toy 
Mast Foor Mfg. Co 59 Manufacturing Co 70 
Merchandise Mart 9 Southern Screw Co 26 
Millers Falls Cc * Southern States Iron 
: Minneapolis-Moline Co as Reofing Co 29 
q Monark Silver King. Inc . Southern Tractor Mfg. Cory ° 
Mossberg & Sons. Inc al Spraying Systems Co 107 
q Murray Co. of Texas 75 Stanley Tools e 
E Myers & Bros. F. E 27 Stanley Works il 
Star Mfg. Co 113 
Stratoflow Prod. Inc 26 
N Streater Industries, Inc 6 
Sure-Heat Stove Corp e 
National Lock Co =" Swan Rubber Co 24 
MALLISON WEBBING National Screw & Mfg. C+ : Swing-A-Way Manufacturing 
New Britain Machine Co . Co . 
Top Puritan quality. Packed in cut ~ w Holland Mach. Co . 
e de ) 
bands stitched for immediate al pt ee +: a - 
use or in 100 ft. rolls. NewlIdeal Sprayer Co 109 T 
Send for free sample How York Wire Cleth Co 19 Taylor Chain Co. 8. G 7 
Nicholson File Co ° Taylor Machine Works 
North Bros. Mfg. Co 82A Tennessee Coal, Iron & R. R 
Co e 


Turpentine & Rosin Factors 


©) Inc q 


~ 


‘ MAGNOLIA 












PLOW LINE ROPE a aoa - 
Ocean City Manufacturing Co. 38 U 
. Olin Industries, Inc ad 
P uality. Packed in 
| Top Puritan quality Olin Industries Electrical Union Fork & Hoe Co...17 and 18 H 
individual burlap and paper Division . United States Steel Corp . y 
wrapped tubes. Ideal for well rope United States Treasury ; 
. Upson Brothers, In« 76 
Send for free sample P Utica Drop Forge & Tool Co 10 
Papec Machine Co ° 
Parker Mig. Co . e Vv P 
: Parrish Co.. Shepherd 82 ¥ 
This year your customers will read Pp . ; 
atterson Sargent Co 21 \ 8 Work I . 4 
about Puritan Clothes Lines in Good Peaslee Gaulbert Paint & \ - a wr - = - 
U ita *roducts g. Co 82 
Housekeeping, Life, Woman's Day Varnish Oo 2 
and Trve Story Magazine Peerless Freezer Co. Inc R2A 
Peerless Handcuff Co e Ww 
Increase soles with these Pennsylvania Lawn Mower 
three cellophane wrapped Division 2 and 3 Warp Brothers e ? 
Puritan leaders sae ve Div . Warwood Tool Co. a 
noomiz s. Vo Wickwire Brothers Inc e ‘ 
‘ Plumb, In Fayette R . Wickwire Spencer Steel 
Plymouth Cordage Co “ Division of The Colorado : 
Premax Products 78 Fuel & Iron Corp . 


Puritan Cordage Mills, Ine 14 Winchester Repeating Arms 


Co. (Ammunition) ee ° 
Winchester Repeating Arms ; 
R Co. (Guns) : ° yi 
yiscon ote ‘ 7 ; 
Red Devil Tools so 0 unene =—Setr Cm. - 
: Woodruff & Sons, Inc.. F. H 41 4 
Red Head Brand Oo . . , . . 
. a Wright Steel & Wire Co., G. F. 28 3 
Reeve Co 76 115 


t 
CORDAGE Mi LLS Remington Arms Co ° Wyatt Manufacturing Co 
. 


Reo Motors Inc 
aie tetas Republic Steel Corp ° 
LOUISVILLE, KY. ATHENS, GA. Revere Copper & Brace ine... 18 
Reynolds Metals Co * 
Richards-Wileox Mfg. Co 12 Yale and Towne Mfg. Co 


EE ELE ITT MED EES DER RR Rockwell Tools, Inc . Youngstown Manufacturing Co. 25 
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MAKE MORE SALES--MORE PROFIT 


With Complete Line Nationally 
Advertised - Nationally Known 


‘4 SPIRAL GRAIN 
LOADERS 


























TYPE A With Famous 
FLEXODRIVE 


BEST Grain Handler of All 


Complete with carrier, highly ef- 
ficient FLEXO (flexible shaft) 
DRIVE and motor mounted low 
Moves up to 1500 bushels per 
hour without cracking 
grain. Operates at almost 
any angle. Quickly ad- 
justed, easily trans- 
ported, readily re- 
moved from car- 
rier if desired 
16-foot basic 
length plus 
any exten- 


available for special purposes. 


IMPLEMENT SALES CO. 


) 
DISTRIBUTED BY > 3455 E. Ponce De Leon Ave. 
J Decatur, Georgie 






Four Types « Five Different Models to 
Meet All Grain Handling Requirements 


Heavy tubing, Link Belt helicoid flighting, high speed sealed bearings 
throughout. Better built in every way to give long service and real value. 
Models for gasoline and electric power, indoor use or permanent installation. 
All are of sectional tube construction with 5, 
available to make almost any length unit required. 


10, 15 and 20 foot extensions 
Custom built Bazookas 


For complete details and prompt shipment, contact distributor listed below. 
— 


McNEES SALES CO. 
> 340 West Olive Ave 
Memphis, Tena. 


for electric 


16-foot up Tyee © 









sions de- 
sired. 
Tyee B . . . Conventions! Tyee GB Truck Unit Type 
Unit with carrier, in 11 and 16-foo right tube with sectional power 
windlass, adjustable beste lengths, plus de extensions snd electric rier countershaft 
motor mount end sired extensions Univer motor drive at head. For drive and motor 
idier pulley drive 7 sal swivel bracket for vertical use or permanent low on tube 16 
mounting on truck oF installation. feet basic 
length «6th 





easy 
trailer 








16-foot basic 
length with ex 

tensions 
available 
































SICKLE 


LANTZ crinoer 


1. Sell it to farmers, ranchers, highway 
and park maintenance men. 


2. Do custom sickle grinding in your 
own shop. 
It’s simple . . . sturdy . . . speedy . . . and 
accurate. Grinds sickles from one to seven 
feet long. Grinds a uniform edge . . . main 
tains proper bevel . . . extends life of sickle. 
Saves time and expense. Keeps sickles 
sharper ... means faster grass and weed 
cutting. Four years’ use has proved its 
value. 
ONE MAN OPERATES IT. Grinds coming 
and going. Spring-loaded table keeps 
sickle section against stone and accom- 
modates variation in angle between differ 
ent types of sections. Two grinding stones 
available ...22 and 17-degree angles. 


Grinder has mounting holes drilled to hang 
on wall or set on bench. Available with or 
without 110-volt electric motor, or can be 
used with |, horsepower gasoline engine for 
field work 
SELL these Lants leaders. We also manufacture the Lantz Original Fiexibie-Grapple 
Hay Fork. Write for literature and dealer information. 


LANTZ MANUFACTURING COMPANY, Inc. 
Dept. T-902, Valparaiso, indiana 
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2-BLADED 
COULTERS 


Only Lantz makes two bi 
owt : ‘°-bladed coulters. T 
A h, more trash than any Am 4 
i on er even get the tough hybrid 
yf ® stalk cutter docen’t reach 
where corn borers hide for the 
— a clean Plowing once over 
a bee has four Timken Bear 
aa a erene Grease Seais Built b 
= 7 sents ste—-selection of 14 diffe : 
— Trent 
Best - 
oad Pt Coulters Made. Dix 
pa wy ae y may be casily removed, using 
—- b 4 only in sod or where there * no 
--. A ——=y Gives you « mngle blade 
to none 


E the Lanrz 
KUTTER-KOLTER 


the orginal two bladed 
coulter 14 years on the 






market Comes 
with « 16”, 17 roy 
4 coulter blade 1 . 
» lh a Permits higher giouing sosnae 
in plowing contests and b. ~ 
of users Y thousands 


The NEW LANTZ Model B Coulter 


has several enginceri: 

refinements. It's Seteen 
but stronger; more easi. 
ly installed and has 
Greater adaptability to 
plows with limited clear 
ance. Uses 16” and 17 


©rOss-over scissor action 












' 








- 


\ eve 4 





v ONLY $265. 
NEW WOODLOT 16" SAW 


, Also 4 HP and 7 HP Models ranging 
Write Dept. 6 from 19” to 60” 


LOMBARD, Ashland, Mass. 


WATCH this water system! 


It's going places... and 





you can get your extra prof- 
its by ordering today from 
your Goulds distributor. 


Watch, too, for the big 
news about a special pro- 
motion designed for you — 
on these pages next month! 





Goulds Pumps inc. 
Senece Falls, N.Y. 


|_GOULDS Balanced-Flow JET 
for Shallow Wells 








GOULDS Water Systems 


YOUR PERSONAL NEEDS... 


for information about the hardware business are met every 

month in the year in the pages of SOUTHERN HARDWARE 

For more than 44 years SOUTHERN HARDWARE has been a quide 
end triend to hardware men “down South The magazine has been 
bull on «@ pregen of service to readers that covers 

Window Display, Counter y. Store Modernization, 

c he Seles Pr ti end Advertising, 

laventery Control, Employee Relations, Service Sepert: 

ments, Credit Control, Accounting Procedures, Associe- 

tien Activities. i 

Plus, local news about friendly people and their activities In the | 
Southern hardware trade @ feature that no other magazine has 
developed so fully. Each of these subjects is given special attention 
In its relation to the special needs and problems of Southern hard 
were men 

if you are not already a subscriber, send in your $!.00 today for 
@ yearly subscription or $2.00 for three years 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. Atlanta 5, Georgia 
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DOBBINS 


Introduces the 
| WEW COTTON 


ROW CROP DUSTER 


tf, 


get 


Another BIG 
"“PROFIT-MAKER”’ 


FOR SOUTHERN FARM IMPLEMENT DEALERS 


Now, you can cash in on DOBBINS New row crop dusters, 
ruggedly built for dependable, fast, effective COTTON and 
other row crop dusting . . . 4, 5 or 6 row models . . . large 





60 Ib. hopper . . . positive, accurate feed control . . . nozzles 
adjust vertically, horizontally . . . uniform discharge pattern 
from all nozzles . . . mounts on all popular tractors 


®& New DOBBINS 
COTTON ROW CROP SPRAYER 


No. 3032—two row rig 
No. 3034—four row rig 
No. 3036—six row rig 
No. 3038—ceight row rig 












FAST SELLING 
row crop sprayer of 
proven effectiveness for seasonal COTTON 
spraying . .. adaptable to all row crop spraying . . . Sturdy, 
Dependable, Rugged . . . low gallonage . . . low pressure . . 
complete spray coverage . . . fully adjustable . . . one, two 
or three nozzles per row. 


DOBBINS MANUFACTURING CO. 
Dept. No. 104, Elkhart, Indiene 


Send information on Row Crop ayer and Dust- 
er and name of nearest DOBBINS distributor 





Name 
Address. — 
City. State. 
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These days, the armed serv- 
ices and your customers are 
specifying more Wi:consin Air- 
Cooled Engines than are coming 
off the assembly lines . . . more 
Wisconsins for Peace and 
Defense than ever before! 


And, Wisconsin Engine advertis- 
ing is also more extensive than 
ever, to keep your customers SOLD 
n “Wisconsin Power.” These 
advertisements are working now 
to make your sales easier when 
increasing production again catches 
up to demand 


Such publications as Country 
Gentleman, Capper's Farmer, Farm 
Journal, Farm Quarterly, Successful 
Farming, Hoard's Dairyman, National 
Livestock Producer, Farm and Ranch, 
Southern Planter, Progressive Farmer 

and many state farm papers are 





carrying the Wisconsin story to over 


12,000,000 subscribers. 


Wherever farmers, dairymen, stockmen and fruit 
growers live throughout the United States and 
Canada, most of them will read about and 
continue to be SOLD on “Wisconsin Power.” 


It you are not already a Wisconsin dealer 
and are interested in handling a line that 

is first choice, write for details and ask 

for a copy of “Power Magic” describing all 
models... 4-cycle single-cylinder, 2-cylinder 
V-type 4-cylinder models and V-type 4-cylinder types, 3 to 30 hp. 


15 te 30 hp 


MOST " 


thous gr WISCONSIN MOTOR CORPORATION 


Fy. World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE. 46, WISCONSIN 
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ut Customers SOLD 
as SELLING THEM 


the Goal of WISCONSIN 
ENGINE Advertising 
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trend worlit tying to: 


MONEY-MARKING GRASS 


Grass is becoming a high value crop, equal 
in many cases to grain in return per acre. 

In the past ten years farmers’ thinking 
about meadow crops has changed completely. 
You can remember when little attention was 
paid to hay quality. Yields were low. It was 
grown on the poor fields. Few farmers 
thought about nutritive value. 

Now, under farmer-controlled planning 
in soil conservation districts, grassland farm- 
ing has come of age. It: includes proved seed 
varieties and special mixtures, fertilizer, bet- 
ter land devoted to grass, timely cutting, 


careful handling in curing and storage to 
save mineral-rich leaves. 

Talk with the better farmers of your 
community. You will find their hay and pas- 
ture crops receiving skilled management, 
and bringing high returns. All this indicates 
a new appreciation of the value of good hay 
and of the machinery to handle it. 

For Allis-Chalmers dealers it is a special 
opportunity. Their full line of outstanding 
hay and forage niachines means a growing 
business along with the steady growth of 
soil conservation and grassland farming. 


More and more farmers are choosing the ROTO-BALER because they want 
their own machinery for high-quality hay. They like smooth, roll-up compres- 
sion which saves leaves and gives each rolled bale its own thatched roof. 


ROTO-BALER is an Al naime 


Allis-Chalmers power-driven rake is engineered for trac- 
tor farming. Gear-shift reel enables the farmer to handle 
a heavy or light crop or to use the rake as a tedder. 


Grass silage is on the increase and here is the machine 
to handle it. The 3-in-1 Forage Harvester also chops wilt- 
ed hay for mow curing, dry hay, straw, and row crops. 








47() MIRRO-MATIC Display Stand FREE 


of extra cost when you bu 


This beautiful, permanent fixture ef- 
fectively displays MIRRO-MATIC 
Pressure Pans and contains a com- 
plete, convenient stock of MIRRO- 
MATIC replacement parts in a deep, 
partitioned drawer that opens from 
either side of the unit! Here is a 
completely self-contained MIRRO- 
MATIC Pressure Pan department, 
that gives your Counter space a re- 


tail value of $24.51 per square foot! 


Gracefully designed and strongly 
made of non-warping plywood in 
a soft, grey, natural-wood finish, 
this hard-selling display fixture will 
flag traffic, stimulate demand, and 


make more money for YOU ! 


ALUMINUM GOODS MANUFACTURING COMPANY . 
NEW YORK 1t0 
MANUFACTURER orf 


FIFTH AVENUE BLOG 


worio's LARGEST 


DEAL No. 9A12302M 


1-8M Permanent Display Fixture ($20.00 value!) 


6-394M 4-qt. MIRRO-MATIC Pressure Pans 
2-396M 6-qt. MIRRO-MATIC Pressure Pans 
1-398M 8-gt. MIRRO-MATIC Pressure Pan 
1-No. A9908-S Replacement Parts Kit 


FREE 
$ 49.20 
22.10 
12.00 
14.89 


$ 77.70 
34.90 
18.95 
23.50 





$ 98.19 


$155.05 


YOUR PROFIT $5686 Pius $20.00 FixTURE FREE! 


Don't miss this Deal! 
touch with your MIRRO Job- 
ber af once! Shipments will be 
made in the order in which 
they are received . . . frst come, 
first served ! 


Get in 


"Prices slightly higher in West 


ALUMINUM 
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MERCHANDIGE MART 


COOKING 


MANITOWOC, WISCONSIN 


CHICAGO 84 


UTENSILS 





west X 


e 
Y 1; | 
M helped Mi SO UNUM 
To all of you who sell BOSS cooking and heating appliances our | 


° > , 
sincere thanks on our 80th Anniversary. 


The heart-warming glow produced by this event rivals the combined 
warmth produced by the millions of BOSS Stov es, Ranges, and Heaters you 


hav e sold through the years. 


You may he sure that BOSS products will continue to reflect the 
confidence vou display in helping to make BOSS the 
a 
CMvilatinn 
Visi 
* NOs 47.48, om pon” 
; oor 


Thanks again! 
Be Sure + 
© 80@ the 
A 8Os 
eta line of es 80m 
atten, Ranges and — 
ors. You'll be glad a on 


? . 
leader in kerosene cooking and heating appliances. 





THE HUENEFELD CO. Cincinnati 25, Ohio 





